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Recent surveys of 326 retail stores* prove that 

| PURITAY style 600 PURITAY style 1000 PURITAN seats on display outsell seats on shelves 
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lads’ WATERLESS COOKWARE 


Pei Rayltz of he Penge! 
Exciting, New, GET-ACQUAINTED OFFER! 


ONE-QUART 
SAUCE PAN and COVER 


NOW, FOR A 
LIMITED TIME ONLY 














RETAIL! 
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pring, 9m nme a 


iq > Oo 
D4 PARE NTS | 


“hy 
i) 


J 


O RETAIL REGULARLY AT $3.75 





Practical! Useful! This special, nationally ad 
vertised offer 1s a double-edged weapon, to help 


you carve more profit out of the all-important 





quality cookware market! 





First, it gives your customers a welcome 
chance to “‘sample’’ MIRRO Waterless 
Cookware, at low cost. to set for 
themselves the many benefits of ‘‘water- 


less’’ cooking. 


Second, it introduces to your trade the prac 
tical new l-quart sauce pan and covet 
now added, by popular demand, to the 
full line of MIRRO Waterless Cookware. 








Push this sensational special, in display and local 
advertising, for full-profit, high-ticket sales that 


will repeat until the whole set is sold! 


LOOK FOR THEA * 


ON EACH KNOB 





puy From Your MIRRO josser: 
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FREE! Handsome 
DISPLAY -MERCHANDISER 
with each 5-Saw 100th 
Anniversary Assortment! 


Assortment includes 5 ATKINS 
Silver Steel Saws made from 
finest saw steel. All are specially 
eiched and beautifully packaged 
for extra BUY appeal! No. 54 
has indestructible new 11-ply 
marine plywood handle... crack 
proof, weather proof and split 
proof. No, 58, No. A-1 & No. A-2 
feature handsome new striped 
polish pattern that's loaded with 
“sell”, No, A-100 is your FREE 
BONUS. .. one of the finest saws 
of our line. 





na 


Rema 


ATKINS SAWS 


for the 
price of 


in this BIG PROFIT faa 
PARTY for REALERS F 


pniversary 


You make more than 


67% PROFIT! 


HERE’S THE DEAL: 


You get ATKINS’ 
5-Sew Anniversary Assortment 
a ae ae ae ae Pe ee ee 


you sell for 








... 1443 
.. 424.10 


rE 9.67 
5, Come to the parti | 


a 
? 
? 
. 
- 


4 


your Profit. 


‘ 


Call your wholesaler today . . . get your order in 
right away! The sooner you get these fast-moving, 
high-profit handsaws on display—the sooner 
you'll cash in. So call him now! 


You can't buy experience, 
but you can buy the result— Buy Atkins! 


ATKING SAW DIVISION 
Borg-Warner Corporation indianapolis 9, ind. 


BRANCHES. Chicago - Piiledeiptie - 





Les Angeles « Chetteneoge « Portiend, Ore. 
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VW) Check List of 
Popular AMERICAN Chains for__—_ 
Your ‘Do-It-Yourself’ Customers... 


@ The “Do-/t-Yourself”’ idea can no longer be shrugged off as a fad or a 
oH {~~~ passing fancy. It has gathered such momentum that it has become a national 
I habit—a good habit that today is shared by your own customers. 


AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless ‘‘Do-IJt- Yourself”’ uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. 


For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 


~\ 





































| |] Garage doors [_] Furnace regulating 
|] Pipe hanging |_| Fire escapes 
[] Porch swings [_] Ornamental uses 


|] Playground equipment __[_] Furniture braces 


|] Lawn borders []...also snaps— 
swivels— 


|] Gymnasium equipment satiie tales 


[_] Dog runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ACCO’s New Packaging oY 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 


ACCO = American Chain Division ' 
your shelves and counters for your /2A 


\ 
*Do-It-Yourself’’ customers’ con- ’ AMERICAN CHAIN & CABLE Better 


venience. | 
Value y 


ove Order from your nearby 


AMERICAN CHAIN wholesaler 











York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 





Who’s crazy now... 


“This June was the best June we have ever had, and we did it without 
trading stamps.” 


“We gave trading stamps for 10 years, but dropped them two months ago. 
Our gross sales are running higher.” 


“Any one who is giving trading stamps and would like to drop them 
do it, it won’t hurt you. We know that to be a fact.”’ 


“On Jan. 1 we gave up stamps. Thus far this year our gross is running 
20 percent above a year ago.”’ 


Those are just a few of the comments we received from readers in re- 
sponse to a discussion of trading stamps on these pages in the June 21 issue. 
Now read the following quotations: 


“Preferences ... vary from season to season, but on a year ’round basis, 
the gifts most in demand are a nationally-advertised electric kitchen clock 
and a leading steam-electric iron. In summer, such items as picnic jugs, 
grills, cameras and sports equipment rank high in popularity. During the 
Christmas period, toys top the list.” 


Now, who do you think would be making a statement like that? It sounds 
as though it was made by a hardware dealer, doesn’t it? But it wasn’t. It 
was made by the president of a big trading stamp company. He was de 


’? 


scribing the type of merchandise consumers most frequently “buy” with 


trading stamps. 


You can see from this statement that the most popular trading stamp 
merchandise is primarily hardware store merchandise. Is it any wonder 
we feel so strongly about the evils of the trading stamp craze? Here we have 
the big food chains giving away merchandise that a hardware dealer tries to 
sell. And we also have many hardware dealers helping the food chains by 
viving away trading stamps themselves. This is really economic juvenile 
delinquency. 


Let me give you another statement by this same trading stamp company 
president. He says, “By July 1, a total of 151 redemption stores for our 
stamps (Editor’s note: this is for just one company, remember) will be in 
operation in 146 cities and 27 states. New centers are being opened at the 
rate of four to five a week.” 


Now, just one more quotation and I think you'll see the picture we are 
trying to draw for you. 


“$212 million worth of stamps are being issued to cover $10.6 billion of 
retail sales. The cost of trading stamps to retailers runs about 2 percent of 
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Just Among Ourselves 


informal editorial comments 


gross sales. An increase of 15 to 20 percent in sales is needed to cover this 
cost.” This statement comes from Sales Management magazine. 


Now, you, as a practical hardwareman, can put all these facts together and 
see why we feel that trading stamps are economically unsound. Does it make 
sense for you to encourage this squirrel craze by giving trading stamps in 
your store? 


You don’t have to give the stamps, as many dealers are learning. In the 
next issue of Hardware Age we will publish the experience of several dealers 
who have dropped stamps; they discovered that they did not lose business, 
either. 


Someday, sooner or later, this stamp craze will die out, just as it has on 


past occasions. 


It is very significant that the top mail order chains have not found it 
necessary to give away trading stamps. One big mail order house did experi- 
ment with several types of stamp plans in its retail outlets, but finally 
dropped them all. 


Remember this: Issuing trading stamps is the same as cutting prices. It 


takes a sales increase of from 15 to 20 percent to pay for the stamps. Is it 
worth it? 


We are anxious to bring to our readers as much information as possible 
on this stamp problem. If you have had experience in the use of stamps, or 
in dropping stamps, let us know about it. In the meantime, watch for the 
next issue. It will contain reports from a number of dealers on what hap- 
pened when they stopped giving trading stamps. 


A rood offense... 


An old adage tells us that the best defense is a good offense. How true 
this is and what good advice it is for hardware dealers. 


How much better off the average dealer would be if, instead of worrying 
about stamps, he would make it his policy to spend 2 percent of his sales for 
advertising. This is really a very small percentage, as retail businesses go, 
but if every dealer would just spend this much for promotion, the increase 
in industry sales would be amazing. 


In this day and age you cannot live on friendship alone. You must sell 
your store consistently and aggressively. You have to keep on doing it; 
you can’t be an in-and-out advertiser. Things happen so fast these days 
new customers, new products, new competition—that you cannot afford to 
neglect a single promotional! opportunity. 


If every dealer would promote his store to the extent of 2 percent of his 
sales, trading stamps would not be a serious problem. His customers would 
be too well sold on other values of the store—complete stocks; quality, ser- 
vice; helpfulness of salespeople—-etc.—to be lured away by trading stamps. 


Look over your advertising figures. [f you’re not spending 2 percent, you 
are neglecting your best defense against stamps and all the other types of 
gimmick selling that plague us these days. 
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NEW MODEL! 


America’s Finest Key Cutting Machine 


@ new, improved features 
e streamlined in appearance 
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ILCO 


THE FAMOUS ILCO MINUTE (ieeeieeees 


ALOA 





CONVENTION 


THE ILCO MINUTE is the only equipment on the 
market capable of duplicating in one machine cylinder 
keys, flat steel keys (both side and end cuts), and bit 
keys without once removing the sample key or the 
blank key from the clamps. 


NOW .. . to give you better service, better value .. . 
a new, improved MINUTE (Model L). New precision 
screw adjustment on cylinder key guide, new cylinder 
key guide, new heavier carriage spindle, new pivoted 
key gauge, new more rugged construction. 


Professional key cutters have long recognized the 
MINU'TE as America’s finest key cutting machine. 
And now it’s better than ever! 


Fitchburg, Mass. 





INDEPENDENT LOCK CO, 


WASHINGTON 


NEWS 





BY WASHINGTON BUREAU OF HARDWARE AGE 


SBA Studies Tax Relief Plan 
to Aid Small Business Men 


The influential House Ways and Means Committee 
has established a special subcommittee to study means 
of giving tax aid to smal! business firms. 

The subcommittee will probe the broad subject of 
how present tax laws operate, and their effect on 
business and consuming public, with tax cuts implied 
as the logical outcome. 


One plan widely discussed in Congress this year, 
and which will probably be a favorite next year, at 
least as a starting point would completely regraduate 
the corporate tax rates, lowering them on smaller in- 
comes and raising the take from the large firms. Under 
this plan, all corporations earning less than $375,000 
a year would get a tax cut. 


The Small Business Administration has set up ita own 
special group to study tax cuts for amall business, so 
a red-hot race will probably develop to see who can 
produce the best plan. With this type of competition, 
and a budyet surplus, tax cuts next year look like a 
good bet. 


Good Last Quarter and Booming 
Christmas Seen by Economists 


Government economists expect business generally to 
pick up this fall, with retail sales climbing toward a 
record Christmas high. 

The immediate outlook, according to these econo- 
mists, is that the steel strike won't cause too many 
disruptions. Retail supplies of hardware goods prob- 
ably won't be affected seriously, because the pipelines 
from the mills to the counters were full when the 
walkout came, and unemployment, a serious problem 
for dealers in some areas, won't affect business gen- 
erally, retail experts say. 


Retail sales boomed in April, May, and June, which 


10 








MOANA 


an 














removed one government worry. Retail and wholesale 
inventories remained steady through May and June, 
which also eased an earlier fear that merchandise 
inventories might get too high. 


Many businessmen now expect sales in the final quar- 
ter of the year to top last year by at least 3 percent. 
However, prices on many goods, especially metal items, 
will rise after industry wage negotiations, so dealers 
will have to beware of “profitless prosperity.” 


Youth Education Program Gets 
Full Federal Aid for Program 


The Distributive Education Program, under which 
federal and state governments provide funds to train 
young people in retailing and business skills, will 
finally get its full federal grant over the next 12 
months. 

For the past several years, distributive education 
was subject to special limitations imposed by Congress 
restricting the federal grant to $450,000. Last year, 
if was raised to $1.5 million, and the number of 
trainees jumped from 220,000 to 235,000. 

For the year beginning July 1, Congress removed 
the limitation and will permit a full $2.6 million to be 
spent by the federal government on the program. 

State governments last year spent over $6 million 
on the distributive education program, putting up 
about $6 for each $1 of federal money. 


Increased federal appropriations will help put re- 
newed life into the program, which brings merchants 
at least partially-trained help. At its peak in 1950, the 
distributive education program trained 364,000 stu- 
dents, and may again reach that mark. 

(Continued on page 72) 
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TO YOUR CUSTOMERS 





CONSUMER SCHEDULE 


DIRECT MAIL 





Stock tere eih-Jelr. y 


tnis easily instalied 
aleleel 


improvemen} 


Make ae ' 


Lis & cy 
these saies aids 


POINT OF PURCHASE 
ieala eelelal-a’, for YOu 
Teamtelmas’. 4l.t 1k 


Secure-All 5 


safe 








LATEST 


Christmas Gift Wrap 


Here is a 3-roll Christmas gift 
wrapping unit that will enable your 
customers to wrap small and large 
packages without creases or 
wrinkles. Each roll is a different 





design. Each roll is 25-ft long and 
20-in. wide. Box is green and red 
with window and metal cutter edge. 
Retails for $1.75. AVP Co. 


For more data circle Ne. 1 on posteard, p. 79 


Tubular Steel Hammer 


A new tubular handle hammer 
has been added to the Estwing 
line. The solid steel head is fused 
to the oval shaped tubular handle 
for double strength at the point of 
greatest strain. The cushion grip 
is permanently bonded to the han- 
die and can not stretch or loosen. 
The 138 and 16 oz straight and 


( -, 
al rT 






~ 


curved claw hammers have a sug- 
gested retail price of $4.25, the 20 
oz straight claw hammer $4.50. 
Packed four to a box. Hstwing 
Mfg. Co. 


For more data circle No. 2 on posteard, p. 79 


Homemaker Assortment 


A homemaker set of copper-clad 
stainless steel kitchenware consists 
of a 1 qt. covered sauce pan, 2 at. 
open sauce pan, 2 qt. covered double 
boiler, 5 qt. covered sauce pot with 
trivet, 9 in. covered skillet, and a 





23% in. wall rack with four hooks. 
The set retails at $39.95. Bought 
individually, the pieces would cost 
$4.85 more. Revere Copper & Brass 


Ine. 
For more data circle No. 3 on posteard, p. 79 


Plastic Work Gloves 


Your homeowner customers will 
find these work gloves useful when 
doing odd jobs around the house. 
Gloves are made of grained viny! 
outer coating bonded to soft knit 
jersey lining. Gloves are liquid- 
tight, have a wing thumb, seamless 





INFORMATION ON NEW PRODUCTS AND SERVICES 











re ee eee eee ee eee 
> 


rr." 


work areas and a snug knit wrist 
with a metal hang-up ring. Gloves 
are packed in transparent plastic 
bags with self-selling flaps. Pio- 
neer Rubber Co. 

For more data circle No. 4 on postcard, p. 79 


Forged Iron Hinges 

These forged iron hinges in heart 
design are for cabinet 
kitchens, 


work in 
rooms, dens and 
libraries on either painted or natu- 


game 


ral wood surfaces. Hinges come in 
three finishes: dull black, olde cop- 
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Want more information on these 


products? Then use free post 
card on page 79. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 





Hinges have 
furnished 


per and relieved iron. 
beveled edges and are 
slotted square head 
screws. McKinney Mfg. Co. 


For more data circle No. 5 on postcard, p. 79 


with study 


Machinist Steel Chest 
Machinists will be customers for 

the MT-7 steel chest. 

large till and 


Chest has 
felt - lined 
drawers mounted on full-extension 
spill-proof 


seven 


gliders with safety 





stops. Front panel slides into space 


beneath drawers when case is 
jaked finish on chest is 
Chest measures 


Union Steel Cheat 


opened, 
cleaned. 
20 %x9x14% in. 


easily 


Corp. 


For more data circle No. 6 on posteard, p. 79 


improved Chain Saw 

Chain saw model “GP” has im- 
proved direct drive chain with 3000 
iPM speed. 
contoured-teeth to reduce friction, 
and Slim Jim guide bar and rolle) 
bearing nose for easier handling 
The engine has a diaphragm car- 


Saw has new desig 
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buretor with adjustable, fixed-jet 
engine-overspeed controller. Saw 
weighs 26 lb, complete with 18 in 
bar. Mall Tool Co. 


For more data circle No. 7 on postcard, p. 79 


Plastic Garbage Can 


For use indoors or out in homes. 
restaurants, stores, hospitals and 
hotels, this 10-gallon garbage can 
features a dog-proof and odor-seal- 
ing = lid. Plastic is rustproof, 


weatherproof, dentproof, sanitary 





and washable. It is not affected by 
food acids or cleaning 
Can, No. PT-670E, comes in red, 

(Continued on page 76) 


bleaches. 


AND OTHER DEALER 
SALES "BLP .3 





TO HELP YOU 


SELL 
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Bike Padlock Display 


You can merchandise 1-dozen 
bicycle padlocks, selling for 49%¢, 
75¢ and 98¢, in this shipper dis- 
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~— - 
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play unit. No. SM1 unit takes a 
minimum of counter space. Unit 
contains four locks each of No 
S11EB, a die cast lock: No. 435E, 
combination lock; and No. 8401E, 


brass lock. Slaymaker Lock Co. 
For more data circle No. § on posteard, p. 7% 


Carded Paint Brushes 


These paint brushes are mounted 
self-selling 
which describe the uses for which 


on their own cards 
(Continued on page #8) 
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For more How's the 


“10 Only” 





Hardware Business see page 102 


Picked as Decimal Pack Name 


» Wholesalers Express Views on "10 Only” 


» May Hardware Store Sales Set Record 


Call it "10 only.” That is recommendation of 
judges in selecting name for 10-unit package 


name for a 10-unit 
“10 only.” That is the 
emphatic opinion of the hardware 
men who were asked by HARDWARE 
AGE to select a suitable name for 
a 10-unit pack. 


The best 


package is 


lf a special designation is abso- 
lutely necessary, their recommenda- 
tion is that the word “tenpak” be 
used However, they stress that 
for the good of the trade and to 
permit the most 


new types of 


effective use of 
high office 
equipment that are being put into 
use, it would be preferable to use 


speed 


the expression “10 only” or “10 
each,” 

These are the results of the judg. 
ing of more than 100 suggestions 
for a trade name for a 10-unit pack 
that were submitted to HARDWARE 
AGE as the result of a request pub 
lished in the issue of April 26, p. 14. 
votes were over- 
whelmingly in favor of 10 only, 
despite some of the obvious inter- 


The judges’ 


est in a simple trade designation 
for such a package. Among the 
reasons noted for this preference 
was the consideration that other 
types of unit packages were in- 


i4 


volved which would not fit into this 
method of designation. The grow- 
ing use of IBM machines for bill- 
ing, invoicing, ete., 
as an important reason for using 
the term 10 only. 

HARDWARE AGE offered $25 to the 
sending in the suggestion 
considered most suitable as a trade 


was also cited 


reader 


(Continued on page 102) 





How judges voted for 
10-unit package name 

Votes cast by judges in se- 
lecting the most suitable name 
for a 10-unit package showed 
the following results, on a 
point system: 


10 only ..46 points 
Tenpak | 21 points 
X pak ll points 
Tens . .... 9 points 


ae 6 points 


Other suggestions that re- 
ceived more than one point 
were: Tenin, Tenths, Ten- 
box, Tenz and Pakoten. 














wholesalers say... 


Unit prices, smaller 
packs will cut costs 

The growing use of smaller pack 
age units, in decimal quantities, 
pricing, will 
many economies in 


combined with unit 
make 
hardware distribution. 


possible 
The manufacturer who delays 
the adoption of such measures fo! 
may hurt himself from 
“a competitive viewpoint. 

These 
by wholesalers who were among 
“10-unit pack 
program described in an ac- 


his product ~ 


observations were made 
the judges of the 
name’ 
companying article on this page. 
The comments were made in ex- 
planation of their opposition to the 
use of any term other than “10 
only’ for a 10-unit package. They 
tressed that it was their opinion 
that the use of 


would only 


any coined phras« 
or term confuse the 
picture, 

said that 
he was much encouraged by the 


A midwest distributor 


manufac- 
turers who were reducing package 


increasing number of 
quantities and using decimal quan- 
tities. The proper package is so 
important in attempts to reduce 


(Continued on page 102 ) 
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Sper. cases and kegs as far as you can see... all packed 
with RB&W bolts and nuts for shipment. This is just 
part of our finished stock... and in just one of our four 
plants. 


Obviously, only good fasteners with good reputation can 
sell in such volume. It proves that people everywhere recog- 
nize RB&W fastener-quality and buy it. 


MORE REASONS TO DO BUSINESS 
WITH THE RB&W DISTRIBUTOR 


. The most complete line in the field 


Top quality throughout the line 


1 
2 
3. Complete reliability of supply and product 
4. Fast, accurate and friendly service 

5 


The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, make sure to make it the RB&aW line 


Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. Y. 


DISTRIBUTORS FROM COAST TO COAST 
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R B- 


Rock Falls 





Portion of Warehouse in RB4&W's Port Chester plant. 


Fifty million fasteners can't be wrong 





T11th year 


Pients af: Port Chester. N 


Los Angeles 


Coraopolis 


California 









iTS FRERE! 












GET FAMOUS ROCKET CONSTRUCTION AT A NEW, LOW PRICE! 















a 
— 




















4 ThA AEA AM a ‘ 








Automobile driven over JET 


; Comfortable composition grip ab- Tubular handle is wedged into 
Rocker couldn't bend or break / Bry “6 
; sorbs shock, reduces arm and head under tons of pressure, 
tubular handle. It’s made of a ; 
shoulder fatigue. Won't slip wet permanently attached to hold it 
special boron alloy steel developed 


or dry or in gloved hand tight forever 





by The Timken Roller Bearing Co 
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TRUE TEMPER’S NEW 


No. B16 fS 
eae —— . ec <9 
—— 8 Priced to sel at —— 


True ‘Temper has done it again. Not too long ago, we made history by introducing 
the now-famous Rocket hammer. Dealers everywhere report that this line has 
jumped to the front of the best-selling list. 

Now, history’s repeating itself. For here is a brand-new Rocket hammer, built 
much like the original— but priced to sell at an amazingly low $3.95. 

JeT Rocket, like the original Rocket, has a tubular steel handle, the only type 
on the market made of a boron steel alloy especially developed by ‘The ‘Timken 
Roller Bearing Co. Its bell-face head has been carefully forged and heat-treated 
for strength, beautifully highlighted with a distinctive jet-black finish. ‘The hand 
some, black grip is comfortable to hold, soaks up shock, reduces fatigue. Won't 
slip wet or dry or in gloved hand. 






























Ask your wholesaler salesman to show you the JeT Rocket today. Swing it a 
few times. Notice its perfect balance and feel—its good looks and strength — at 
such low cost. ‘True ‘Temper, 1623 Euclid Avenue, Cleveland 15, Ohio 






POPULAR 
MECHANIC 


NATIONALLY ADVERTISED 


We're backing the Jet Rocker with an advertising cam 
paign in leading home, craftaman, and do-it-yourself 
magazines—a total audience of well over 8 million people. 
Ads will break in early September 


You can look to ij for leadership 
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Repair parts 
a hurdle 

in your ™ 
pump business ? 





os 





Y 


*) B. O'Conner (at right above 


Executive Vice-President and 
Sales Manager. Anchor Sani 
tary Co Pittsburgh, and 


Maurice Haeghaert, Goulds 
Representative, team up to 
assist Goulds Dealers in west 
ern Pennsylvania 








THE GOULDS TEAM* HAS YOUR ANSWER 


No need to ‘write the factory or wire across the continent 
for pump repair parts-—-when the Goulds Team is working 


for you right in your own back yard. 


Your nearby Goulds Distributor maintains a large stock of 
repair parts for the Goulds Pumps he sel!s. It’s his way of 
providing ‘satisfaction insurance for you and your cus- 


tomers on every Goulds Pump sale 


Getting the part or the pump you need is no problem at all 
when you depend on the Goulds Team. Call your Goulds 
Distributor now-and find out a// the advantages you can 


enjoy as a Goulds Dealer. Or write us for details 


GOULDS PUMPS, INC. Dept. HA-76 SENECA FALLS, N.Y 





A Complete Line of 






Pumps for every Farm 
and Home Need 


/ You get MORE with GODS PUMPS 
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THIS STREAMLINED NEW MOTOR (capacitor-start planers, jointers, bench grinders, etc. There's a complete 


4450 rpm, double-shaft) is ideal for 8” and 10” table saws line of easy-to-select G-E motors from ‘4 through 1 hp 


NO You Can Sell This G-E % hp 
Utility Motor for Only *3052 


F be E E | Top quality! Competitively priced! ‘silent salesman” motor display stand 





The best-known name in the motor sells on sight! 
business these auTe the reasons why Sign up now to sell the motot that 
(3 KE utility motors are easiest to sell! will put you ahead of competition 


the motor with more selling features 
And it's easy to select the right G-E per dollar than any other! Features 





motor for all farm and home work like 40% lghter weight for easier 
x shop applications. When you become handling, longer-lasting Mylar? insu 

a G-E motor dealer, you get an easy lation, no re-oiling for workshop use 
to-use selection chart to guide you. versatile “all-angle” operation 
You get FREE counter handouts, dis If you're interested in fast turnover 

Ask your supplier for this kit plays, ad mats. The famous G-E _ with high dollar profits per sale 

it contains everything you 
need to sell G-E utility motors! * Suggested retail price 


'DuPont trade-mark for polyester film 


CONTACT YOUR NEAREST GE 
UTILITY MOTOR SUPPLIER TODAY 





GENERAL @@ ELECTRIC SEE LISTING ON NEXT PAGE 








YOUR G-E UTILITY MOTOR SUPPLIER CAN PUT YOU 
IN THE MOTOR BUSINESS...CONTACT HIM TODAY! 
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NEW MEXICO 
Aibuaqueraque General Elect . y 1270 WN oS 
Albuaveraue Hendrie & Boithof Co 27nd St. NW 
NEW YORK 
Buffalo General Electric Su y { 760 Busti Ave 
Simire Gould Farmer Co., inc.. 510 E. Woter St 
Hicksville General Electric Supply Co., Broadway & 4th S$! 
New York City General Electr Supoly Co 585 Hudson St 
Niagara Falls General Elect: SupDly Ceo th & Whitney St 
Rochester Electric Equipment Co PO Box 267 
Rocheste Genera! Elect Supply Co., 67 Mortimer St 
Rocheste | HH. Green Electric Cx ; ™N Woter St 
Syracuse Gould Farmer Co ine O70 W. Genesee 5t 
Utica Mather Evans & Diehi. 509 Latayette St 
Yonkers General Electric Supply Ce 6 Ha son Ave 
NORTH CAROLINA 
Greensboro General Elect: Supply Ce | Willowbrook Ave 
Greenville General Elect Supply ¢ 200 Hooker Rd 
OnIiO 
Akron yeneral Elect Sut y ( 225 ©. M 
Cantor General tlect Supply Co 23 6th St. SW 
Cleveland General Elect: Supply ‘ 4958 Woodland Ave 
{ leveiand Stem Distributing ¢ 49'\5 Hoariem Ave 
Toledo ,ene ) Flectr ‘ ‘ y € ¢ Zu SS? f vif St 
Youngstowr yener tiect Suoply { 765 W. Raven Ave 
KLAHOMA 
Okiahome City (,enera Flect Supoly Ce 77 ft Calitoernia 
Okiahomea Cit (OHirilahoma Hardware Co 25.3 ' { alitor ' 
Okiahoma City Southwestern Hardware Co 115 5. Agnew 
REGON 
Portiand Maren Ve 4i0U™ thweet Y@ioy 
PENNSYLVANIA 
Allentowr penera tlect 5 oly Co 4th St. & Sumner Ave 
trie (f,ene:al tlect . y « 114 ft 9th S? 
Loncoster Raub Su y « le 624 
Philadelohia yeneral tlect . y ¢ 4 f Hunting Park Ave 
Scranton yenera!l Elect wu ’ 204 Monroe Ave 
W. Philadelphia Genera! Elect 5 y Co 4\/7 Garrett Rd 
W itkes Borre (,eneral Electr Sup y 5 tf Union $t 
Ww amsport lowry Elect {o le 1444 
York York Pa t & HMerdware Co 203 W Market St 
RHODE ISLAND 
Pawtucket New |? ; | Moc BR Ele ’7 Bayley $? 
SOUTH DAKOTA 
Rapid City rescent tiect Supply ; ith St 
5 our Fa ‘ ‘ e ent -tlect Sut ‘ y ¢ lé¢ 4.704 
TENNESSEE 
Knory - ~~ Met , & ( le 4 6 
Knoxy om A ss@ Moss Hordware le 5.047 
Nathy e General Elect Supply Co 90 Peabody St 
TEXAS 
Abilene General tlect supply ¢ 90 re st S? 
Ab: lene Graybar Elect ( 6 S. Treadway 
Amar General t f Su y { A E. 5th S$? 
Amar Graybar Elect ( 4! t ind Ave 
Austin sraybar tlect f 21:41 ird St 
Reaun ? yeneral Elect y f 29° Pew ’ 
f s C hriet (,eneral Electr Sut y C4 Portside 
Corous Chriet San Antonio Machine & Supply Co Box 97 
Dallas General tlect Suoply ¢ N. Low 
Dalias (oray bx Elect ( 7\7 Latimer 
t Pas General Elect Suoply 100 Dea 4 
Fi Pas Graybar Elect f 1513 Rosa St 
ri Wort General Flect: Sy y Ce 409 } es St 
Fe W ort? (,raybar tlectr ( 7 bach St 
Harlinger San Ant Machine & ° ply Co.. Box 67 
rMoustor (,eneral Electr Supply ; ve Oak St 
Mouston (,rayboar Elect (o FO? er 
Lubbock yeneral Elect: Su y i2\ Avenue 
Son Antonio (,enera!l Electr Supply ¢ y NN. WHockberry 
Son Antonio Graybar Electr Co 4' N OW k berry 
San Antonio Son Antonio Machine A Su y ¢ Box AAS 
Tyler General Elects Sus y A'S WN. Broadway 
Wace yenera!l Elect Supply ‘ 4 yr S. Ath $? 
Waco San Antor Machine 4 ‘ y | Box 4 
TAH 
Richfield tah Flect ¢ y Ce “Ww N 
Salt Lake City General Elect 5 ply « 112 W. ind ° 
Salt Loke City Graybar Elect f i5J6 N. 3rd W 
¥ RPOLINIA 
Nort ' (,enera! tlect supply ‘ JO9 ¢t Z6th 5! 
7 nw nad Flect } rau ( 9 |W Main S$? 
Richmond (,ene tlect > ply ¢ 5O5 Sherwood Ave 
Roanoke Nelson Mardw e ' le ; 4 
WASHINGTON 
Re ngharn Re ghar > , 4, Stote Si 
Seattie (as je Mac ery 4400 &. Marginal Way 
Spokane ene Elect > f 305 ent Ave 
Snookane Tub Flec?t Cs S AS Past S? 
Walia Walia Flect > y & Pinture ¢ le +7 
Wenatchee Wells & Wade Hardwore. Normandy 7.7173 
WISCONSIN 
Ano'leton ,enera Flectr Suooly ¢ Te RE 4.7155 
Madison aybear Elect ( i} N. Pork St 
Milwaukee Frankturth Hardware ( N. Plonkington Ave 
Milwoukee General Elect: Supply 540 S. First S$ 
woukee Pritria®@ Hardware { |N. Plentk 3? Ave 
WYOMING 
( asper yeneral Elect < y 476 5. Eim $ 
( hevenne Frontier Elect SvODly ¢ ; f i n Woy 
WASHINGTON D.C 
penera!l Elect > ply ¢ 5 Edgewood St. NE 
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They're New! ... Theyre Revolutionary! 


Pittsbureh Maestro 
Concentrated Colorants 


Unlimited Color Range... 
Mixed in Minutes... in 5- Gallen Containers 











e Only 11 Concentrated Tube Colorants for 
Rubberized, Alkyd and Oil-Base Paints 





HOW VOLUME PAINT USERS 
SAVE TIME AND REDUCE COSTS 


1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and 
thoroughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO 
COLORS—and many other tints and shades. 


4. You need only two tinting bases for each finish. 


5. These tube colorants can be used with high- 
quality rubberized, alkyd and oil-base Pittsburgh 
Paint tinting bases for interiors and exteriors. 


6. Colors made this way cost less. 


7. Smaller shop inventory is required. 


MAESTRO CONCENTRATED COLORANTS are availiable for 
use in tinting bases of these famous Pittsburgh Paints 






FOR INTERIORS FOR EXTERIORS 

© WALLHIDE Rubberized Satin © SUN-PROOF House Paint Sindee Cafes Back 
iin Lone sine © SUN-PROOF Trim Paint F y Paint 

. ates © SHAKE & SHINGLE Point or Pamnvers 
Wall Paint and Decorators 

e WALLHIDE Giess Enamel ® CEMENTHIDE Rubberized 

@ SATINHIDE Enamel! Masonry Paint 


@ Pittsburgh makes this color deck available for painters and 
decorators. if contains large chips of all the hundreds of 
PITTSBURGH MAESTRO COLORS 


PITTSBURGH PAINTS 


PAINTS @ GLASS @ CHEMICALS @ GRUSHES © PLASTICS © FIBER GLASS 


geese t Ss 3's es an a a a: one oe ae we ee, 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Sales-smart new 


Backed by biggest full-color ad campaign, 
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2H106 — KEYNOTE — $5.98* 
Hangs on wall or stands on shelf. 
Pink, yellow, red, white. 





2H108 — TAC-TOE (No tick) — $6.98* 
Kitchen clock. Wall-hugging design. 
Pink, turquoise, yellow or red. 








7H234-L — HARLEQUIN — $6.98 * 
Graceful alarm. Color-styled in beige, 
blue or Living rose. Luminous. 








7H242 — ETCHING — $9.98 * 
Elegant leather-bound alarm in 
London tan and polished cordovan. 





7H237 — GRAPH — $12.95" 
Distinctive alarm with gold-plated bezel. 
Raised numerals. 





7H220 — STARTER — $3.98* 
Popular alarm now 

in dove-gray case. 

(Luminous $1 more.) 





2H107 — SYMMETRY — $7.98 * 2H60 — CONTRAST — $12.95* 


Decorator-styled. Sunburst dial. In red, white, yellow, brown. Large graceful black scrolls of heavy wrought iron. 
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G-E Telechron clocks 


greatest display and promotion programs 





2H104 — KITCHEN-MATE — $4.50* 
‘Floating’’ numerals, white with red, 
turquoise, yellow or pink. 





7H241-L — SNOOZ-ALARM — $6.98 * 2H59 — WALLWOOD — $9.98 * 
Wakes you, lets you snooze, 


' Tailored we'!l clock in natura! wood. 
wakes you again! Luminous. 


Black, chrome, or brass numerals 








8569 — VIDEOCLOCK — $14.95" 
7H239-. — THE DESIGNER — $17.95" Timer clock turns TV and radio sets 


Gold-plated bezel. Raised numerals. Alarm. Luminous. on and off automatically! 





Check this terrific ad and promotion backing for 
G-E Telechron electric clocks: 
* e 


Reader's Digest —3 full pages, full color, October, November, December. 





Sunday Supplements —4 full-color ads starting in September in major cities coast to coast. 
The Saturday Evening Post—full-color double spread. 
Great new point-of-sale displays. Hard-hitting promotion programs for you. 


I?ll pay—call your distributor salesman today! 


GENERAL @® ELECTRIC 


*Manutacturer s tecommended retail or f aw Trade 


orwes. clus apolmaebie taxes. Prices end speci 
fications subject to change without notice Clock 
and Tuner Deot. Generel tiectrx Company LA L077 
Ashiand, Maes ; 
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As you know, the government has proclaimed 1956 
the year to FIX. Surveys have shown, August is the month 
that operation “Home Improvement” will be at its pe ak with 
most of the work being done on the 30 million homes throughout the 
country that are in need of repair. Now is the time for you to join this 
national campaign directed to this vast market. 

Because of their performance advantages and continued national advertising, 
brushes bristled with Tynex have gained widespread consumer preference. Chances 
are that during August you'll find lots of your customers asking for them! And since 
you're “the man who knows,” they'll be asking your help in picking the right brush 
for each job they’re doing. 

By stocking a large supply of brushes bristled with Du Pont Tynex nylon — dis- 
playing them prominently and tying in with the other promotional activities — you'll 
definitely prove yourself “the man who knows” how to get the maximum profit from 
this August paintbrush-sales potential. 


* Stock and display brushes bristled with“; :/°)2< 
* Join this national advertising- promotion campaign 
* Profit by the increased August paintbrush sales 


paiecanens is 





- 




















t0CK brushes with T vi BK nyion bristles ... 









. they have all these selling advantages 
, 1 Wit: \ FULL PAINT PICKUP SMOOTH, EVEN FLOW 
- in ' ’ 
TT EASY TO CLEAN “ LAST 3 TO 5 TIMES LONGER 
\ eee RIGHT FOR ALL PAINTS, VARNISHES AND LACQUERS 


VVMER 1s (he reesstered trademark 
fe lou Pont nvion bristle 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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“UIomne Improvement promotion 


AMERICAN HOME MAGAZINE 


re Ask the 


=F 


< fat " 
ay pane 
7 —-— - ~ 
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7 7 


Ask your supplier for these sales-producing 
promotional aids on paintbrushes bristled 
with Du Pont ‘TYNex nylon 


1. Window streamer/wall poster 

2. Leaflet — “How to Choose and Use Paint 
brushes.” 

3. Counter Card — American Home ad for Au- 
gust mounted on easel card 


Centact your supplier teday! 
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OWNER OF THIS THRIVING BUSiness, Mr. Seymour 
Tell strengthens his up-to-date merchandising pro- 
gram with a modern National System. 


FAST, ACCURATE CHECK-OUT attracts trade, increases 
volume and builds store profits. 


MODERN in Dasion, William Tell Hardware windows start ‘selling’ customers before they come in. The modern design of the 


National System provides the control essential to every business operation. 


“Our Wlational Quick-Service Plan 


Saves us*2,886 yearly... 


pays for itself every 11 months!” 


“The epeed and accuracy of our Na- 
tional System are the final, essential 
points in our merchandising system. 
Employing principles proven in self- 
service food Super-Markets, we count 
on our check-out service to handle a 
large volume quickly and accurately. 

“Our system has internal value as 
well. Separate drawers provide indi- 
vidual responsibility at the check-out 
counter, and the time saved in book- 
keeping along with the reduction 
of errors has paid off beautifully. 

“Customer good-will, accountable 


— Seymour Tell, Owner 


William Tell Hardware, Yonkers, N. Y. 


for wide differences in profit margin, 
is given a real boost by the itemized, 
clearly printed receipts, the assurance 
of automatic, mechanical tabulation 
where the customer can see it, at the 
point of sale. 

“It is our conservative estimate 
that our National System saves us 
$2,886 yearly. I most heartily reeom- 
mend it to all hardware operators large 
or small, With control at your finger- 
tips, you have the information that 
makes money and the protection that 
saves money.” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 
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National machines soon pay for them- 
selves, then continue to return the savings 
as a handsome profit on the original in- 
vestment. Call your nearby National rep- 
resentative, a trained systems analyst, 
today. He'll be glad to show you how your 
profits can climb. His number is listed in 
the yellow pages of your phone book. 
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The 
First 


Style Change 







in more than 


20 years! 


















HAGER new 





ie 


™~ 


™ a 


ecorabor (S TONY. 
a 


BAKED ENAMEL FINISH 


has the modern 


Go . with nyplthing' Look 


Here's the smart “‘new Hager look” in 
. Elegant... Modern... 
































shelf brackets _Rich.. 
Designed to carry your sales upward and onward! 
.. the first style change 
’ 





It's Hager sneu Decorator Gray ; 
in a shelf bracket in more than a score of years: 
Now smart eye appeal is skillfully blended into contemporary 
sales appeal! Hager Decorator Gray baked enamel finish 
complements the entire range of interior decorators 
contemporary colors—adds a new dimension to 
the rugged “ rought steel durability which has always made 
Hager shelf brackets profitable to stock! Designed to permit 
full use of space between all shelves for easier, more 


compact storage. Hager shelf brackets in new Decorator Gray 





are sure to he one ot yvour tastest sellers and 


better profit-makers’ Your regular supplier has complete 


stocks in ¥9 convenient sizes 





C. HAGER &2 SONS HINGE MANUFACTURING COMPANY * ST. LOUIS 4, MISSOURI 
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Model HW-303 


An even better burner, the HW-303 is 
built to last for many years. Heavy rust- 
resisting galvanized wire in close 1 inch 
spacing, permanently electro-welded to 
supporting rings. Extra strong construc- 
tion makes the HW-303 the perfect 
home model and well suited for use by 
factories, stores, parks, etc. 28 inches 
high, 19 inches diameter at top. Weight 
90 pounds per dozen, nested. 








A BIGGER, BETTER 
ECONOMY BURNER 








Ow! 











Model HW-1336 


The best of the burners! This extra 
heavy duty model combines the added 
strength of close-spaced vertical wires 
welded to more than a dozen heavy-duty 
rings. Provides a closer mesh for safer 
burning . . . longer life span. Ideal for 
municipalities, parks, institutions as well 
as home use. ies 28 inches high, 20 
inches in diameter. Weight 113 pounds 
per dozen, nested. 


Manufacturers of the 
Nationally Famous Hi-Lo Line 


“ 


MORE cA & wy — 
PROVEN , ee A Ay ~< 
PROFIT MAKERS E« osomy Picnic Chow. Camp 
Grills Stoveb wagon Stools 


















MODEL HW-1200 


@ This attractive, but rugged new model is made 
specifically for the buyer who wants a dependable, 
serviceable rubbish burner at a low—low price. The 
new model HW-1200 has the same famous Ziprtop and 
“Volcano” bottom as the heavier duty models. Rust- 
resisting galvanized finish, vertical wires spaced 2 inches 
apart and electro-welded to five heavy supporting rings 
at each point of contact. 26 inches high, 19 inches in 
diameter. Weight approx. 65 pounds per dozen, nested. 


ZIPRTOPS... Sell ou Sight! 


Safe Shipment Assured! 
This rugged steel wire sleeve protects 
your burners in shipment. Makes a fine 
store display basket, too! 


UNION STEEL 
PRODUCTS CO. 


ALBION 
MICHIGAN 


Be 


Laundry 
Baskets 








» 
> 


fe 

1 ' | 

Clothes 
Dryers 
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NRHA Congress 





NRHA Congress holds 


meeting in Canada 


More than 780 attend annual meeting in Toronto, July 22-26, held 
for first time outside United States. L. A. Luedtke is president 


For the first time in its history 
the National Retail Hardware As- 
sociation held its annual Congress 
in Canada. This was the 57th an- 
nual meeting of the association, 
and marked completion of one year 
of the Canadian Retail Hardware 
Association’s affiliation. 

The Congress was held July 22- 
26 at the Royal York Hotel in 
Toronto, Ont., Canada. 

More than 780 dealers, their 
families, and manufacturer and 
wholesaler guests registered. This 
was a slight gain over the atten- 
dance at the 1955 Congress in Buf- 
falo, N. Y. 

Dallas, Tex., has been named the 
site of the 1957 convention. 

setter salesmanship in_ retail 
hardware stores, modern credit 
sales technique, and closer coopera- 
tion between manufacturers, whole- 
salers, and retailers were discussed 
by speakers. Plans were outlined 
for the association's correspodence 
course in retail salesmanship to be 
introduced next year. 

Charles L. Hildreth, president of 
the National Wholesale Hardware 
Association, and Mark J. Lacey, 
president of the American Hard- 
ware Manufacturers Association, 
suggested closer cooperation  be- 
tween all segments of our indus- 
try. 

Mr. Hildreth suggested that 
dealers handle only the merchan- 
dise of those manufacturers who 
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Mr. Lacey said that the present 
manufacturer - wholesaler - retailer 


as it keeps abreast with changes in 


secretary-treasurer 


ers Association, was introduced. 
Luedtke, Fairmont, Minn., 


wano, Wis., as president. 
Dayton, Ohio, is the new 
vice-president. 





Newest member of the board of 
directors is Russell Selkirk, Cobles- 
kill, N. Y. 

LD). Leo Dolan, director, Canadian 
Government Travel Bureau, told the 
men’s industry luncheon on July 
24 that “Canada is the best cus- 
tomer and best friend the United 
States has anywhere in the world.” 

He emphasized differences in the 
governments of the two nations 
but said, “There is no such volume 
of free, untrammelled traffic be- 
tween any other two neighbor na 
tions in the world. 

“Canada ranks sixth as a manu- 


Delegates go aboard the 5. 5. Cayuga for a trip around Toronto harbor. 
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iacturing nation in the value of 


commodities produced . quite an 
achievement for a country with 
about three-fifths of one percent of 
the world’s population.” 

Hoyt P. Steele, president, Benja- 
Des Plaines, IIl., 
said that his company likes the 
idea of being free to take the risks 
that make a profit or loss. 

He told of the far-reaching ef- 


min Electric Co.. 


lects of secondary boycotts by labor 
inions. The public does not under- 
stand the highly complex nature of 
union effect 


Businessmen must, 


boycotts nor their 
upon business. 
he held, learn to recognize the re- 
strictive practices of labor unions 
for what they are. They should be 
ready to fight back if victimized 
by one of these boycotts 

Kric Sevareid, chief Washington 
correspondent, Columbia  Broad- 
casting System, told the final ses 
sion that this year’s election will 
revolve around a few specific issues, 
plus analysis of the health of candl- 
dates. 

The election will, in all probabil- 
ity, not revolve very much arouna 
the really great, profound and all 
important questions as to where 
the world and our own society are 


wong. 


Pian salesmen's course 


We must not be complacent at 
Russian scientific and military ad- 
vances, he said. We must consider 
whether the world of the future 
will run with the American or the 
(‘Communist bloc. 

Managing 
Mueller 
activities called attention to plans 
NRHA 
course for retail 
salesmen. 

The NRHA board of governors 
met on the morning of July 22. 
tegistration began that day. That 
evening national and Canadian as- 


Russell R 


association 


Director 
reporting on 
ior the correspondence 


hardware store 


sociation officers, directors, and 
past presidents and their wives at- 
tended a dinner. 

The President’s Reception in the 
form of an 


July 23, 


International night, 


included dinner, ente) 
tainment and dancing 

Members of the national board 
and presidents of state and regional 
boards and their wives were intro- 
duced that evening. The Canadian 


Retail Hardware Association added 
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to the color of the event with bag- 
pipers leading their way. 

State, regional, and Canadian as 
presidents and 
taries met with national 
members for an Official 
Breakfast on July 24. 

The ladies attended a luncheon 
that same day at the Old Mill, late: 
joining the men aboard the S-.S. 
Cayuga for a tour of the Toronto 
harbor. 


sociation secre- 
board 


Family 


INDEX 





to this report of the Congress of the 


National Retail Hardware Association 


Holds 5/th Conaress n Canada 


New officers of association 


New president, L. A 
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President's address 
Margins vs dollars 
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i adies of the { onventic 7a) en|< , q offee hy ur 


A cotfee hour for the ladies was 
held July 25 while the men at- 
tended a business meeting. The 
secretaries’ wives luncheon was 
given the same day while the men 
made a tour to the Ford of Canada 
plant in Oakville 

Concluding social event of the 
convention was the annual indus 
try banquet, dinner, and dance in 
the Banquet hall of the headquar- 


, 


er hotel 


_ 


— 
— 





the new NRHA president.. . 


L. A. Luedtke 





his creed—‘‘hard work 


and intelligent service 


pay off” 


lL. A. (Pete) Luedtke of Fairmont, Minn., is the 
new president of the National Retail Hardware Asso 
clation, 

He was elected to that office at the 57th annua! 
(Congress of NRHA in Toronto, Ont., Canada. 

A native and resident of Fairmont, he has been a 
hardware dealer since 1928, and an Our Own Hard- 
ware member all of that time. 

lollowing his graduation from the University of 
Minnesota with a degree in business engineering, he 
was an engineer for the Minnesota Highway Depart- 
ment. He then entered the retail tire business. Later 
he was in the electrical appliance and contracting 
business. 

With his brother-in-law, Albert E. Fillmore, he 
bought the stock of a retail hardware store in 1928 
and moved it to part of the present site of Fairmont 
Klectric & Hardware Co. The original store was in a 
26x80-ft room. By stages the store has been enlarged 
to its present size, 562x130 ft. 

Pete Luedtke’s business philosophy is: “We have 
never worried about our increasing competition. It 
is my opinion that hard work, plus intelligent service 
to our customers will help us to win out.” 

A member of the Minnesota Retail Hardware Assn. 
since 1928, he was its president in 1942-43. At the 
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1949 NRHA Congress in Boston he was elected to the 
association’s board of directors. He became vice- 
president at the 56th Congress in Buffalo, in 1955. 

Mr. Luedtke was married to Miss Marjorie Hough 
taling in 1921. They have two daughters and two 
yrandsons. Joan Luedtke is married to Donald Olson, 
a member of the Fairmont Electric & Hardware Co 
Miss Ellen Luedtke is a personnel section employee of 
a Minneapolis manufacturing concern. 

The new NRHA president is a director of the 
American Hardware Mutual Insurance Co., a past 
president of the Fairmont Chamber of Commerce 
and incumbent president of the Fairmont Water & 
Light Utilities Commission. He is also vice-president 
of the Fairmont Federal Savings & Loan Association 
and a director of Fairmont Railway Motors, Inc. He 
is a member of Phi Gamma Delta fraternity. 

Mr. Luedtke is a member of the Saint Martin’s 
Episcopal Church of Fairmont. 

For diversion he enjovs hunting, fishing, golf and 
trapshooting. 

The nickname “Pete” was given to him when as a 
lad he constantly followed a local livery stable em 
ployee, known as Rattlesnake Pete. For a time L. A. 
Luedtke was commonly called Rattlesnake Pete, the 
second. Later his nickname was shortened to Pete 
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President's address 








by Harry H. Meyer 


Shawano. Wi: 


New distribution trend results from 


changes in regular channels through 





Harry H. Meyer 


growth and prosperity of consumer 


markets, posing new industry 


problems 


This is the first time in the history of our organiza- 
tion that a Convention was held outside of the United 
States. 

The cordial invitation extended by J. EF. Maylor, 
president, C.R.H.A. was most gracious and the board 
of governors was happy to accept. 

Since this marks the first anniversary of our affilia 
tion, it seemed most appropriate to hold our Con 
vention with our Canadian friends. We hope this 
marks the beginning of a fine fellowship that will 
grow and be of great benefit to both organizations 

The climax of directing your national organization 
as its president for the past year, and the privilege 
you have afforded me to preside at this annual Con- 
gress today, marks another milestone in my 39 vears 
of hardware retailing. Also, another milestone in the 
progress of our National Retail Hardware Associa 
tion. 

Just to cite a recent event to show the great strides 
your association has made, about the middle of May 
this vear the Economic Cooperation Administration 
selected a seven-man force of fop management execu. 
tives in this country to meet with similar representa 
tives from 16 European countries June 1 at Deauville. 
France. 

In selecting the seven-man force the ECA an 
nounced that one trade association was chosen in 
recognition of outstanding activities. The National 
Retail Hardware Association was selected. So when 
Russ called me in regard to attending. I was verv 
happy to consent. 

These are very uncertain days in business trends 

Uncertain political situations this year 

Uncertain international situations this vear 
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Uncertain tax and wage hour laws. 

Increase in social security taxes and coverage. 

Klimination of merit rating in unemployment com- 
pensation. 

Threat of taxation and expensive restriction in par- 
cel post sizes and weights. 

Fair trade regulations. 

These and many others affect us indirectly. 

Then there are the direct problems that affect every 
one of us right in our own stores and communities, 
such as: 

Unethical competition 

Increasing overhead, less net and gross margin 

Inability to secure good sales clerks. 

The present give away spree comprising over 75 
percent of our regular hardware and shelf goods on 
TV programs, at filling stations, and discount houses 

The test is on. Will we be able to survive these 
mounting changes in business trends? Will the re 
tailer-wholesaler-manufacturer respond to the team 
welded the past year to meet this challenge? 

Retailing today is facing a revolution, and our hard 
ware industry is in the middle of the battle which 
basically is known as the new distribution trends 

The last couple years of unparalleled prosperity and 
growth in production and consumption have disrupted 
the regular channels of distribution. 

How to meet these demands are the problem of 
manufacturer, wholesaler, and retailer 

The most outstanding distribution trends are 

Selling advertised brands by large advertising pro 
arams. This again creates a trend to volume sales, 
lower margins. This is the squeeze on Wholesaler and 
retailers referred to in Hardware Retatler 
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Trading up, This 


value, more dollar sales 
Credit trends. The 


int rod iction 


(ash is made avaliabie to the 


is promote items « 


if a larger dollar retailing 


large chains, they 





Iti thod, 
liberal credit, 


(?rieice, 


demand a lot of study ith improved packaging, 


demand it and can get it. This leaves the unsound Fair trade 


credit risk to the smal] operator. 
available cash to buv their goods 
obligations to the hilt 

Where is the cash lef! 
hardware stores’? These are 
book account 


It’s a seriou 


dealer selling on the open book account to watch his 


open account 


‘ustomer uses his 


ney are 


for daily home needs at the 


usually bought on open 
warning for the independent hardware 


There is more security 


olved 


unde} 


to hold the trade via the stepped up adver- 
special bargains, special promotions, 
acquiring additional parking spaces. 

the introduction of IRHA Budyet Plan by our associa Self 
tion and the new IRHA insurance plan 


This trend is developing fast and will 


better 


pricing, re-arranging store stocks and displays. 
Still 
Some manufacturers trying other methods of 


a very live issue and far from 


maintaining prices, some dropping fair trade entirely. 


Supreme Court taking no definite action. 


The (ere ral economic growth. The economic yrowth 


has been in such extremes the past couple of years 


that it’s verv difficult to determine what the future 


trends may be 


in an instal 


Let us face the issue squarely. We need big busi- 
ness and we need small business. 


ment contract than in open credit account. In the last analysis a business large or small must 
Shopping centers. Created because of the suburban give complete service in all its phases or eventually 
and urban population which is growing by leaps and pass out of the picture. 


bounds, encourage more competition 


market style 


We as small 


via the super 


business men must alert ourselves to 


all the advantages we have. We can give better ser- 


Downtown shopping. These stores are doing a lot vice. We can meet the needs of our customers better 


of thinking and planning to change 


their stvle of 


because we are close to them. 


Margins vs dollars 





py Charles L. Hildreth 
President 
Nationa 


Assn. and 


‘ ' 
WV ridoie Jif 


Hardware 


Pracsident 
Emery W aterh \jSse Co. 
Portiand. Me. 


“ .. what we distributors ‘dealers 


need most of all is the simple virtue of 





the courage to say ‘No’ to the foolish 


practices in which we indulge... . 


As a representative olf 
hardware industry 
hardware retailers, let’s start by 
establishing a few significant facts 


that we have in common and avoid 


yetting bogved down if Al lot of 


statistics in the proce 

To report for the whole ale nara 
ware distributors, our industry in 
1954 made a profit of 1.45 pel 
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vholesale 


talking to the 


99 


dollar of sales Last October, at 
our convention, I made this state 
“This profit 
shrunk from 3.70 to 1.43, or down 


ment. figure has 
61 per cent, in the five year period 
and the trend has been steady and 
relentiess over each successive 
year.” 

I now quote the opening sentence 


of your association's 1954 report, 


“The year 1954 continued the trend 

tarted in 1946 further tightening 
the squeeze between margin and 
expense and reducing profits. The 
profit of 1.90 was the lowest in the 
last 10 years.” 

Since this report was written |! 
have received 1955 figures and | am 
pleased to report that the worm 
has turned a little. The wholesale 


$5 











average moved up from 1.43 on 
sales in 1954 to 1.93 in 1955. and 
retail from 1.90 to 2.25. 

So, the first fact that we 
in common is that 
industry nor ours is operating 
profitably. How do you like it? I 
don't 


snare 


neither your 


Here we come to the essence of 
our subject “Margins vs Dollars. 
What answers are we getting 
from the 


manufacturers? Some 
have recognized that the costs and 
expenses of doing business has 
gone up for both of us, as well as 
for them, and reflected this fact in 
their price structure. Others have 
not. 

Let's be specific again. When | 
attend a G.E. dealer meeting and 
hear its representative expound on 
the idea that ita old fashioned and 
out of date to talk about margins 
and that we should talk about 
dollars—-as if there was no con 
nection—-my reaction is 
Who is kidding who? 

At about the same time, | read 
in the April 18th issue of the Wall 
Street Journal the report of the 
General Electric Co. for the first 
quarter where the president, Mr 
Cordiner, told the annual meeting 
that profits for the period were 5 
per cent over the first quarter last 
year and that earnings were 5.8 
cents per dollar of sales 


7 


“nuts. 


How much did you make? 


How much did you make per do! 
lar of sales? He didn’t forget how 
much per dollar of sale his company 
made and don’t you do it either! 
If you do forget it, | doubt if your 
banker will or even the credit de- 
partment of General Electric! 

Mr. Sahloff, vice-president of 
General Electric, in his talk an 
nouncing the new G.E. pricing 
program states among other things 
“we must change our thinking from 
the old concept of percent profit to 
the new concept of greater dollars 
of profit which comes from selling 
larger volume.” He cites Wards’ 
and Sears’ experience both as his 
background and his belief in this 
philosophy 

Is such a philosophy an answer 
to the problem of the retail hard- 
ware dealers of America’? I doubt 
it. Increased volume and shorter 


margins are not going to make a 
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Sears or a Wards out of either of 
us when expenses are climbing as 
they are today. 

I am doing business in the state 
of Maine where two-thirds of the 
area is woods, and the state popula- 
tion is less than the city of Boston, 
and there is only one city of more 
than 40,000 people. 

Do you think my dealer friend in 
Skowhegan can become a Sears 
chain? 

| have many dealer friends in 
Vermont where they have more 
cows than people and, when asked 
how come, the native tells you they 
prefer it that way. Do you think 
those cows will use twice as many 
G. EB. 


duced? 


irons if the margin is re 


Dislike this arithmetic 


I would like to refer to the very 
astute and keen analysis made by 
your association’s able secretary 
published by Hardware Retaile 
March 16. It is the best written 
analysis of this problem |! 
seen anywhere. If you missed it, go 


have 


back and look it up-—it is worth 
your while 

The National Wholesale Hard 
ware Association thought so well 
of Mr. Mueller’s analysis that it 
sent reprints to its entire member- 
ship. 

Not to repeat his article but to 
point up his conclusion, Russ found 
that the hardware retailer in order 
to secure as many dollars gross 
would have to sell 36.8 percent more 
irons. That is without considering 
any increased expense whatever to 
get the 36.8 percent increase in 
sales 

To show the same net profit, he 
would have to have 126.7 percent 
increase in iron sales 

| will spare you the analysis on 
the wholesale level but to quote 
Russ Mueller again. he says “Re- 
capping, then if with the new price 
formula retailers in 1956 can sell 
2. times as many irons and whole- 
salers 2\% times as many both can 
eniov the same net they had in 
1955' Any further increase would 


bring additional profit over last 
vear.’ 

I don’t know what you did but my 
company dropped this line because 
we don’t think this kind of arith- 


metic is anv answer for either our 





dealers or ourselves. 

I am not trying to slam G. E 
or pick on any company, but be- 
cause they are so big and powerful 
and a leader in their field and the 
chief proponent of this reduced 
margin philosophy, I think it is 
time for somebody to present the 
other side of the argument. 

If they are successful in thei 
campaign, we may be sure that 
many others will follow their lead 
So this becomes a cause celebre 
significance far 
beyond traffic appliances. The chips 
are down and we either subscribe 
to their way of thinking or we 


and carries a 


disown it and by our actions prove 
they are wrong. 

Let’s analyze this margin matter 
a little farther. We don’t want to 
oppose this lower margin idea just 
to oppose it. The question is: does 
it apply and will it work? 

There is no question but in 
creased volume in many cases is the 
key to lower costs. I am a director 
of a couple of paper mills. I have 
seen the speed of paper machines 
in the matter of comparatively few 
years double, 

Of course, that increased volume 
where 
mechanization leads to mass pro- 


has reduced costs § and 
duction, as in paper or no doubt 


in traffic appliances, lower costs 


come with increased or volume 


production 


When lower prices come 


Sut in all manufacturing con- 
cerns that I have been connected 
with, the lower costs came before 
the reduced prices and no doubt 
that has happened with G.FE. But 
where is the evidence of lower 
costs with you? And certainly the 
opportunity for mechanization or 
mass handling of merchandise is 
not comparable with you as com 
pared to a manufacturer. 

The philosophy of reduced mar. 
gins and greater volume is justi 
fied further by its exponents on 
the ground it would eliminate, o1 
at least lessen, the competition 
from the discount houses. 

Again, | believe this is “hog 
wash.” 

To again quote your own execu- 
tive secretary, “The giant price 


cutters will continue to receive 


the same illegal price concessions 
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Credit Merchandising 
Paper In Next Issue 
A clear, comprehensive report 
on modern credit selling was 
presented at the National Re- 
tail Hardware Assn. Congress 
by Reynolds Allen, 
dealer in Salem, Ore. 
The entire paper will be pub- 
lished in Hardware Age Aug. 


hardware 


16 issue. 


they have always obtained. They 
were not buying at going whole 
sale prices in the first place. If 
the last bit of necessary retailer 
profit has to be sacrificed to kill] 
the discounter, the result is a hol 
low victory.” 

The discounters have been buy 
ing at reduced prices from both 
manufacturers and wholesalers 
who did not care about a policy as 
long as they could get a volume of 
sales. 

Do our friends want to make 
discount houses out of all of us? 

They know 
chandise is sold and selective dis- 


where their mer- 


tribution will do more to eliminate 
the discounter than reducing mar- 
gins to the point where the little 
fellow can’t live with them. 

Perhaps that is just what is be 
hind this philosophy of lower mar- 
gins and greater volume. 

Perhaps they believe and maybe 
prefer there be no room for the 
little fellow in this battle of big 
business. 

Perhaps they are saying as dip 
lomatically as possible: get big or 
get out. 

To you dealers who so rightly 
pride yourselves on your title of 
IRHA, 
guard your independence well. 


independent retail dealers, 


ternal vigilance is the price of 
freedom and their slide rule boys 
who would tamper with your mar- 
gins under the guise of volume be- 
ing a panacea for all your ills 
will bear close scrutiny 

It does not follow that what is 
good for the giant 
with unlimited national markets 
and free access to public money 
for capital, 


corporation 


mechanization and 
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Inass production, huge buying lev 
erage from quantity purchases, is 
also the answer to your problems 

When a manufacturer advertises 
his product so heavily that he ex- 
pects you can't refuse to carry his 
line because of his created con 
sumer demand and he pays for 
that advertising by taking it out 
of our margin or profits, I think 
it ig a very poor partnership a: 
rangement. 

If we buy that program, we be 
come his economic serf and we 
will deserve just what we get 
We lose our independence and 
survive only at his sufferance. 
wish to 
branch operation of a few large 


If you become the 
corporations and sacrifice your in 
dependence, you can accept their 
philosophy and jump through the 
hoop when yon are told. 

Your alternative is to recognize 
that the 
distributor is in exactly the same 


independent wholesale 
position you are, fighting to keep 
both his and your independence 

Distributors have no God-given 
privileges and there are no halos 
on our heads but, believe me, we 
are in the same boat in this battle 
for independence and _ survival! 
We row together or we both land 
on the rocks 


Share the responsibility 


We should, and must, work to 
yether not out of gratitude but 
out of mutuality of interest. 

That is why it is sometimes diffi 
cult for me to understand when 
the delivered cost to the dealer is 
at least equal to that of a manu- 
facturer too often a dealer wil! 
order direct from a manufacturer 
In the long run, it seems to me 
that the dealer is hurting his best 
friend without benefiting himself 

To illustrate my belief that our 
problems are the same, may | read 
verbatim the conclusion of my an 
nual report as president of the 
National Wholesale Hardware 
Assn. at Atlantic City last Octo 
ber. Where I have used the word 
distributors I will only add the 
word dealers. 


In conclusion, we know what 
the matter with us is. We are 
barely exchanging a new dollar 


for an old. As for suggestions as 
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to what we are going to do about 
. would like to leave these 
thoughts. 

“1. That we must make some 
manufacturers realize that they 
share a responsibility in this sit 
uation and that enlightened self 
interest on their part must recog 
nize where they control resale 
prices, that gross margins are in 
adequate. They have selfishly, o: 
in the long run stupidly, ignored 
distributors dealers increased 
costs of doing business while tak 
ing good care of their own. 

“That also in their greed, some 
manufacturers added dis 


tributors/dealers without any se 


have 


lectivity, thereby encouraging a: 
tually price cutting and discount 
selling in their race for volume 
and then passing the buck to us 
as distributors/dealers by telling 
us we do not keep that which they 
allow us. 

“2. That we as distributors 
dealers accept our share of the re 
sponsibility for the situation in 
which we find ourselves and do 
not blame it all on the manufac 
turers or expect him to solve al! 
our problem for us. He cannot 
and we should not expect him to 

“Let's have more courage to sa\ 
‘No’ when our judgment so dic 
tutes 

“Let's have less fear of our own 
fellow competitor and more con 
fidence in sound business pra 
tices. 

“Let's quit trying to serve the 
manufacturer as a warehouse, 
sales force, promotion manage) 
RFD 


carrier when he is only paying us 


collection agent and an 
to serve as a warehouse 

“Let us be selective also in the 
lines we carry and put our efforts 
on the lines we are compensated 
for 

“Let's have the guts to say ‘No’ 
to this rat race for volume with 
out profit for the glory of the 
manufacturer.” 

| firmly believe that what we dia- 
tributors/dealers need most of ail 


is the simple virtue of the courage 
to say “No” to the foolish pras 
tices in which we indulge 















Not with alarm, but with action 





by Mark J. Lacey 

President 

American Hardware Manutac 
turers Assn. and 


President 
Peck. Stow & Wilcox Co. 


( ; 
outn NgtTon, Conn. 


“ ,..a sound plan... which will create 


additional profit by reducing selling 


expense and incorporate the saving 


inherent in concentrated dealer buy- 


Fag 


Being here at another interest 
ing congress of your association is 
the source of such genuine pleasure 
that if I don’t watch out I'll be 
talking about that, instead of what 
| am planning to say to you. My 
wife says that thot bit of flattery 
always restores her confidence 
even though she knows it’s the 
convention password. So: Here we 
are and, as the Dutchman said, 
when about to start his automobile: 
let's step on the commencer. 

| never got an order without 
asking for it, so I have not devel- 
oped any ability to pretend that 
what | was saying meant some- 
thing different. I like to believe 
that | am a sincerely frank person. 

My doctor, about to give me the 
needle for lameness in my right 
hip, said, “This is going to hurt 
vou some,” and [| said, “Why tel! 
me?” | liked his answer of, “If 
someone is going to hit me and 
tella me beforehand, the blow will 
be less painful, because it will be 
without the additional shock of 
surprise,” 

In that same vein I am telling 
you that what I am planning to 
say is not going to be altogether 
pleasing to many of you. I’m sorry 

but I’m still going to courage 
ously stick to my text. 

After | had completed the notes 
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for what I plan to say to you here 
passed them on to my 
After reading 
asked: “But what’s the point you 
are trying to make’?” | 
that my subject is “Not with alarm 


today, | 
wife. them she 


replied 


but with action” and my point will 


he how “4 


I recommended that you 
be on the lookout for it, if I should 
happen to expose the point. Then 
mail your answer to me together 
with 35¢ and in six months [’ll 
send you post paid one valuable 
snapshot of me trving to dance. 


Only photographs remain 


Hardware has been manufac- 


tured, wholesaled, retailed, and 
even peddied, and today its tremen- 
dously increased tonnage has more 
people than ever occupied with 
these functions. You, the same as I, 
have seen millions of dollars in 
ownerships of these businesses 
changing hands. Naturally the new 
owners expect to profit, either via 
improving continued operations, or 
liquidating. The sellers often pre- 
fer not to continue carrying on the 
struggle. 

Sometimes it is sad to observe 
that all there is left of the past 
hard work of others are photo- 
graphs of the founders, away up 
high on the walls of directors’ 
rooms. Often even their names are 
























Mark J. Lac ey 


no longer quickly recalled. These 
ownership changes in long estab- 
lished enterprises are significant. 
indicative of some- 
admit that | 


haven't got the answer. 


They must be 
thing, although I! 
May it be that because now hard 
ware is being sold through so many 
channels that there is no longer 
room enough for the same number 
of regulation retailers and whole- 
salers of hardware as formerly? 
The retailer’s game is not im- 
possible, but believe you me: “Tt 
Efficient 
work on your part, plus willing- 


ain’t goin’ to be easy!” 


ness to be helped by your favorite 
wholesaler, meaning that you actu- 
ally do cooperate, not merely pre 
tend to, will make success possible 

There are no “hours” for an 
owner. He must think, plan and 
work out his own progress, as did 
his father and grandfather, meet 
ing the challenge of a changing 
world with resourcefulness and 
Industry. 

There is no such thing as getting 
into high and riding along confi- 
dently and indefinitely. 

Successful business management 
has always called for the highest 
type of industry, combined with a 
Kach 


problem is different, and each hour 


talent for business. mans 


is a different problem 
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The hardware store of today is a 
handsome place, a far cry from 
that of a generation ago. But does 
it have the pulling-power for the 
shopper that it deserves, because 
of the terrific competition it faces? 
[ mean the department store and 
chain store, where the customers 
entering for other merchandise are 
exposed to hardware at the same 
time. 

May I ask your indulgence while 
I tell you the story of my life? 
Leaving my father’s village black- 
smith home in Henry Mever’s good 
state of Wisconsin, at the green 
1904, and 


horse nails three vears. then horse 


age of 17 in selling 
shoes for six more, followed by 16 
years with Pyrex, | naturally felt 
in possession of some hardware 
merchandising knowledge by the 
vear 1930. That vear brought me 
to Pexto. 


Words and their meaning 


May I appear to digress to talk 
Words 
much. rather the way they are em- 


about words” mean 30 
ployed. 
William 


words so effectively that he almost 


Jennings Bryan used 
had some of the voters of his time 
believing that silver really was the 
same as gold—if free enough. And 
could anyone still have any degree 
of tolerance left for Hitler after 
Winston Churchill refer 
to him over the world wide radio 
as that Nazi jackal? 


The storv I am about to tell vou 


hearing 


now really has nothing to do with 
Also I happen to be the 
self-appointed Chairman of the 
Never-to-tell-when-I-am -in- Europe 
Committee. When that depression 
of 1929 broke loose all the inter. 
national tycoons sojourning in the 
United State 
beating it home to protect their 
interests. My wife and I had 
booked pas 
Berengeria, an English ship 


hardware 


immediately hevan 


sage for Europe on the 
()ver 
45 percent of the scheduled passen- 
gers cancelled within one week be- 
fore sailing date. We had paid out 
our dough and unlike angels—we 
“didn't fear to tread.’ 

I never knew there were so many 
dukes, 
the whole world as there were on 
that boat. An 


lords and titled people in 


English engineer 
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associate at the (,lass 


Works, 
Atlantic, had given me a $10 bill 


Corning 
often having crossed the 


and told me to bet on the ship's 
pool. He and | were to split any 
winnings. 

etween hearing men addressed 
as “my Lord,” “Baron” and the 
like, all in that broad British ac- 
cent, I never placed any bet at all 
In fact the bets 
never got to as low as 10. The next 


that first evening 


night we went in early and | was 
all set to blow in my friend's 
money, when my wife nudged me 
and whispered that they weren't 
hetting dollars, but English pounds 

then worth about $4.68 each in 
American money. Result was that 
I never placed a single bet on that 
trip across the Atlantic. | man 
aged, however, to lose my friend’s 
10 bucks and a few of my own at 
Monte Carlo weeks later 

Not rating any seat at the cap- 
tain’s table we were placed at a 
table for two up on a_ balcony 
where the only other table was one 
for four people. And get this: two 
of those four people were Winston 
Churchill and his brother, Major 
Churchill. The others were a promi 
nent London broker friend and the 
latter's attractive niece. Talk about 
Neither Roose- 
velt nor Stalin sat much closer to 


a front row seat 


him vears later at Yalta than we 
did during those 14 meals. (Of 
course, “Winnie” didn’t know that 


we were even on the hoat 


Much said in few words 


So: back to a choice of words 
The last afternoon’s boat paper had 
stated that the Hon. Winston 
Churchill would interrupt the mov 
ies that evening to explain why 
everybody should contribute to the 
Sailors Of the World Fund. My 
expenses being so high I decided to 
contribute only $1. 

During dinner a ship officer, all 
decked out in fancy uniform ap 


proached their table and said 


“Your Excellency: Inasmuch as you 
are going to be the speaker tonight, 
the captain thought that you might 
like some suggestions on the sub 
ject ; 

Churchill looked directly at him 
and with no arrogance or any an 


noying attitude at all quietly said, 
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“I think that you mav very well 
leave that to me, Sir.” 

| have always remembered those 
vords, as in my opinion being so 
selected to convey that 
Churchill's talk was not 


long and 


perfectly 
answer 
over four or five minute 
it was dark enough so no one could 
plainly see us and of course no one 
knew us. Still, I put the dollar back 
in my pocket and contributed $5 
| have never heard so much in 80 
few words, 

I surely cover a lot of territory 
whenever I get to talking. But you 
mav have noticed that | managed 
to get in not only that choice of 
words reference, but also the fact 
that I've been in Europe and have 
at least seen Churchill intimatels 


Profit is a good word 


Now profit is a good word: And 
| mean good It is necessary: also 
it is right to have a profit. 

What I find that I have left at 
the vear-end, with no more to be 
deducted, tax or otherwise, is what 
I contend is my profit. At times it 
is referred to as mark-up, gain, 
margin, ete sut whatever word is 
employed—there isn’t any other fig 
ure that 


hbanket 


favorably Impresses a 
Again, it } he word that 
we use, and how. Take the tw 

words discount house, today com 
monly used to indicate a place that 
then if asked by 


a strangwer in New York looking fo 


cut price (>i 
a discount house, would you direet 
him to Macy's? 

But doesn't Macy and virtually 
store eut 


every other department 


prices as far and as often as they 
And they did that 


vears before any of us ever heard 


profitably can? 


of the name discount house 

Incidentally, my judgment ex 
pect that the discount house |} 
going to be with us forever: unles 
it proves unable to suatain itself 
liv the 


to-retaliler 


ame token the wholesale 
‘ystem will endure if 
kept abreast of the changing times 
It pays to keep in mind the fact 
that the best will always survive 

Another story which illustrates 
the rather surprising variations in 
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meaning that different 


tions of words can convey is this 


combina- 


one: Two partners of a prominent 
advertising agency had worked 
hard and long over the copy that 
featured the very “pink color” of 
the salmon of their most important 
client, the country’s largest packer. 
It was to go into all magazines and 
newspapers. That pink angle had 
been played up and evaluated in 
every conceivable manner. Every- 
body was happy. 


Loyalty is great need 


joth being enthusiastic fisher- 
men, they packed up and headed for 
(Charlie Hildreth’s great state of 
Maine, as they had done for many 
other years. Tumbling out of a 
sleeping car around 4 a.m. they 
found the same old wagon, team and 
driver. Instead of answering thei 
yreeting he merely spat out a little 
more tobacco juice and began to 
pack their luggage. At that mo- 
ment the station agent handed them 
a telegram addressed to both part 
ners, They turned pale upon read- 
ing: “Client’s total salmon pack 
found to be too light to be called 
pink,” 

No return train was due there 
for 24 hours. No automobile could 
roads. No 
plane could get into those forests 
They must return to Chicago, but 


traverse those sandy 


the next 24 hours needed to be 
waited out. So they decided to go 
to the camp and wait there. 

All the way, their words were a! 
most tearful and no other sound 
except this one sentence from the 
old driver, directed apparently only 
to his horses: “These city slickers 
always know everything except 
what they should and about such 
things they are plain dumb.” 

After many tiring miles and hay 
ing been interrupted with that an- 
noying sentence a dozen times one 
of those partners lost his temper 
and he said: “Well, you wise hick, 
if you know so much more about ad 
vertising than we who are exper! 
enced in it, maybe you could tell us 
how to get ourselves out of this 
mess, which for your information 
involves more money than you can 


count.” 


More spit and the driver repeated 
his sarcastic sentence to the horses 


Ww 





and just when the partners were 
ready to blow up he told them: 
“It’s easy. Just omit all your pink- 
praise and substitute these words: 
Our salmon is guaranteed not to 
turn pink.” They hurried back and 
telephoned that life-saving instruc- 
tion to their headquarters. Further 
proof that, “A rose by any other 
name could smell just the same.” 

Loyalty is a word and we do not 
make enough of it. Loyalty is a 
high attribute and is its own re- 
ward, as is honesty. But we are 
told also that honesty is the best 
policy. Just so is loyalty if only 
people could appreciate how loyalty 
pays. Ourhometown hadashoefac- 
tory, our largest industry. The own- 
ers repainted their frame build- 
ings every couple of years or so. 
They bought their extra large quan- 
tities of paint out of town. One 
hardware dealer sold S-W 
paint, the other sold B-P-S and of 
course neither one would wear that 


local 


local factory’s make of shoes. But 
both of those hardware store own- 
ers bought the crockery for their 
own homes not from their local fel- 
low Chamber of Commerce member 
in the china from 
some soft-hard goods type of yen- 


business—but 


eral wholesaler. 

I could manage the purchase of 
my golf balls from some wholesaler 
but I prefer to buy them from our 
club’s pro. Can that man tell you 
some interesting purchasing meth 
ods practiced by many of our club 
members. 
used word, but the act of co-oper- 


Co-operate is an often 


ating is too often avoided. 


This can cost you money 


We often read about 
store clerks. You are going to have 


training 


a fortunate chance to hear from 
the other Jack Lacy, the good one, 
all about that tomorrow. And he 
knows 
one else in all the land. But I want 
to toss in my own pet related point; 


no doubt better than any 


viz., improved buying, is equally 
important. 

There is a word for you: buying. 
If vou will make it easier and less 
costly in the salesmen’s time for 
the good product to be sold to you, 
then your buying-score will bring 
you a great deal more advantage 
than all the imagined-to-be-shrewd 
“fighting” of sellers ever gained. 









Limited buying hours save you 
absolutely nothing. They cost you 
money. A hardware store is not a 
bank. I could tell you of a hundred 
proof-instances, but that’s another 
subject and I am merely bringing 
it to your attention today. Please 
think it over, however. 

You retailers here, and you 
wholesalers, are the cream of the 
crop, the ones who have risen to 
the top. 
brought about the trend that has 


Who or what could have 


been resulting in the increasing!\ 
difficult situation that is facing vou 
today’? It’s not an easy question to 
answer and I’m reminded of the 
dull schoolboy to whom the teache: 
listed a string of figures for adding 
and multiplying, then said “Now 
from that total deduct 999 and 
what’s the difference?” His answer 
was “That’s what I say ... who 


BA 


cares 


Let us face the facts 
tut we do care. You care. the 


wholesaler cares, the manufac- 
turer cares. 

First, I’m often surprised these 
days that any business makes a 
final net profit—with all the time 
out, from coffee breaks to outside 
paid-for 


telephone-visits during 


time, not to mention the extra 
bookkeeping required for making 
the many deductions. But in anv 
event there still are only 100 cents 
in the dollar. 

Anyone experienced at all in out 
kind of business full well knows 
that the wholesaler of hardware to 
day is not making even a fair re 
Retail 


ing experience is the same. In other 


turn upon his investment. 


factors are in dire 
need of additional profit. O. K. But 
where is this extra do-re-me going 


words both 


? 


to come from? From Washington’ 
The chances are that our govern 
ment is going to have to demand 
still more from us than it Is using 
in taxes now; so that source is out 
Let’s be realistic and firmly keep 
our thoughts right down with what 
our economic situation is. No one 
can afford to give more money fo! 
retailing merchandise; anything 
additional has got to be created 
Here is the only way that I can 
tell you about: Many of the suc 
cessful, the largest users of hard- 
(Continued on page 42) 
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Russell ” Mueller 


| can’t forego this opportunity of 
talking with you on our industry 
needs. 

You are representative of a simi- 
lar group of hard core, industry- 
minded retailers of some 57 years 
Ayo 

These hardware men of two gen- 
erations ago also appraised the 
needs of the industry at that time. 

The association concerned itself 
with strictly trade problems, cor- 
rection of objectionable practices 
on the part of wholesalers and man 
ifacturers or seeking relief through 
legislation. 

As heirs of this neritayve it now 
vecomes Our responsibility to re- 
appraise the needs of the industry 
and to re-study our position 

Looking thus at today’ 
and cluttered 


confused 
market place by 
comparison | would say the associa- 
tion founders enjoyed a 
easy life. 


imple and 


None of these are new including 
our current type of discount seller. 
In one form or another these 
problems are as old as the associa- 
tion itself 

It is testimony again of the 
hardihood of the independent hard- 
ware dealer and, | hope, part of 
this strength was provided through 
the aid and stimulation which the 
association has afforded through 
the years. 

To maintain and 


improve this 


HARDWARE AGE, ALGUST 2, 1956 


NRHA Congress 





Our industry needs 





by Russell R. Mueller 
Managing director 


National Retail Hardware Assn. 


“ ..anindustry program designed to 


satisfy industry needs with industry 


participation guarantees progress.” 


standing in the face of today's 
tremendous competitive pressures 
is a challenge to be faced by your 
association and by every hardware 
dealer gathered here today. 

When a group of retailers depend 
for more than 50 percent of their 
sales as a result of impulse pur 
chase then store traffic becomes of 
vital importance and an industry 
need. 

When our hardware survey con 
ducted 


reflects that the turnover of mer 


among the membership 
chandise this past year was 2.15 
times then increased sales becomes 
a number one goal and an industry 


need 


Profits point up the need 

When a group of hardware re 
tailers enjoying 9.95 percent earn 
ings on sales 10 years ago and are 
today showing 2.25 percent earn 
ings on sales then we need to chalk 
ip one more industry need 

When a store is either equipped 
with old-time hardware technicians 
and no personality or else has new 
hot-shot personality boys with no 
knowledge of hardware—and fully 
realizing that product knowledge 
and service within the community 
have been the growth and develop- 
ment of the hardware store—then 
another industry need becomes 
most apparent. 


When you observe the mandates 


dictated from headquarters to 
captive outlets by syndicate opera 
tors with resulting values offered 
to the consumer plus resulting pro 
fits to those operations——-we recog 
nize a erying industry need of 
better communications within our 
industry between manufacturer, 
wholesaler, and retailer in an effort 
to develop a true industry mer 
chandising and selling them 

These are broad industry needs 

We could lengthen this list but 
we dare not shorten it 

Just reciting the needs of the 
industry with no constructive 


thoughts toward their’ solution 
takes no great genius 

Well much has been accom 
plished toward resolving our indus 
we've had some 


disappointments but we've also had 


try needs sure 


some rewarding and encouraging 
experiences 
Hardware W eek had 


more invitations to more consumers 


extended 


than any combination of whole 
salers or group of captive stores 
has ever been to do before 

Viewing the hardware dealers 
late approach to Christmas created 
family gift center for the first time 
in 1955, the result reflected an 
earlier approach to Christmas sell 
ing on the part of the hardware 
industry with a resulting twenty 
million dollar sales gain 


A full size merchandising labora 








tory is maintained in Indianapolis. 
44 x 45 ft 
hardware store is a store without a 


This approximately 


customer, 

It’s purpose is to help improve 
manufacturers displays, to improve 
communications with these manu- 
facturers, and to help create point 
of sale packaging and displays that 
will fit and to help to sell mer- 
chandise in the retail hardware 
store. After all if we concern our- 
selves only with vetting merchan- 
dise from the manufacturer to 
wholesaler to retailer we are doing 
a fine job of doing business with 
one another. 


Management schools product 


knowledge group meetings have 


been ploneered by the state as- 
sociations and have been going on 
for some years. Now a mass educa- 
tional job is being attempted 

credited 


COUTSe 


through a 17 volume 


university correspondence 
for the training of hardware store 
people 
25 industr y-minded sponsoring 


manufacturers to help make this 


$62,500 was raised among 


course available immediately after 
the first of the year. 

This has been a grand opport- 
unity for me to talk with you about 
our industry needs. 


As an association we have 
pledged ourselves to help correct 
the weaknesses within our industry 
so that we may continue to market 
the manufacturers product in an 
efficient, economical, profitable, and 
on a satisfactory volume basis. 
Some $6.000.000 each vear flow 
through your associations as bud- 
yet funds to help fulfill this pledge. 
Nearly 300 people are employed 
on the staff of state, national, and 
regional associations. 
program designed 
with 
industry participation will guaran- 


An industry 


to satisfy industry needs 


tee industry proyress 


Not with alarm, but with action 


(Continued from page 40) 
ware spend time and money for 
calculating their requirements in 
advance for one full year, or even 
more. Orders are placed accord- 
ingly. They are firm orders and 
then the manufacturer can produce 
against such orders at a profitably 
even pace and that creates a quite 
surprising amount of extra profit. 

You retailers can carry out that 
same work and place firm orders 
with your main wholesale source. 
That wholesaler can do the same 
with his manufacturer. Shipments 
must be allowed at any time eco- 
nomical quantities are ready. Do- 
ing that would create quite a little 
more additional profit than is at 
first estimated. 


he divided 


It must, however, 
not “grabbed” entirely 
hy either one or two of the three 
participating factors, retailer, 
wholesaler or manufacturer. Re- 
member that we always need to 
give before we can get... apparent 
success to the contrary rarely en- 
dures. 

As my distinguished Los Angeles 
wholesaler friend, Shannon Cran- 
dall, sr., 
advice 


would say “I never give 
but if you asked me, here 
I should do.” And now, 
in closing, I shall quote excerpts 
from what I have repeatedly told 
groups of wholesale hardware peo- 
ple, also it has been published in 
the Hardware Retailer magazine: 


ia what 


“Hardware retaling was entirely 
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different 


stores sold drugs and grocery stores 


years ago when drug 
sold groceries. Today a tremendous 
tonnage of hardware merchandise 
reaches the ultimate consumer 
through hardware departments of 
department 


mail order 


houses, chain stores, variety stores, 


stores, 
yas stations, discount houses, et 
cetera. In considering the future 
of the style of hardware store that 
makes up the majority of the thou- 
sands of irha members, this trend 
must always be kept in mind. 
“My not brief experience has had 
to do mostly with the type of hard 
ware store that is mainly supplied 
with its merchandise by the whole- 
sale source and my observations 
will be confined to that type of mer- 
chandising. 
“There are wholesalers and 
wholesalers some have built 


profitable businesses because a 
large portion of their total sales are 
with industrial customers, but fac- 
tories are consumers they do 
not buy for re-sale and therefore 
are not a part of this discussion, 
except to point out that if the profit 
from wholesalers’ industrial sales 
must be used to keep up their sales 
to hardware which in 
many instances is the case, it fol- 


retailers, 


lows that this condition cannot con- 
tinue to exist indefinitely. 

“| dare to predict that those of 
you who are going to endure in 
your present business will, ere long 


(and the sooner the better) estab- 
lish some kind of an arrangement 
that will constitute a combination 
effort with your retail customers. 
It won't matter what operating 
name will be used, but it must be a 
sound and mutually adhered to plan 
which will create additional profit 
by reducing selling expense and in- 
corporate the saving inherent in 


concentrated buying. The inevi- 
table extra earned profit must be 
shared equitably.” That is where 
the word lovalty needs to be ap- 

It’s one of the 
like faith. 


Finally, if I were in your place, 


plied by both sides. 


words we live by 


I should dig out the information as 
to which single or possibly two 
wholesalers are best set up for 
serving me, and who would be suffi- 
ciently interested in obtaining my 
concentrated patronage to estab- 
lish a genuinely co-operative ar 
rangement between us. 

That should be my ambition in- 
stead of straddling the fence for 
every tempting bit of bait offered 
by others. And never forget that 
the selling cost of efficiently oper- 
ated retail hardware stores like 
yours is lower than that cost is 
for chain stores. 

Insure 


.‘uUCCeSS 


with the 
faithful application of the all im- 


your 


portant word loyalty and I recom- 
mend that you remember “not with 
alarm, but with action.” Action is 


the word. 


HARDWARE AGE, AUGUST 2, 1956 





BRIDGEPORT, 





















ealer Letter 








NEW 


22 Short 


Remington 


E! Metal 


dispenser 
for Remington 
“Rocket” 22’s 


Protects stock...Spurs sales...Saves space 


















Hang this NEW ammunition dispenser safely behind your 

counter on the wall—on a shelf partition—or on a store column. 
There, right at eye level, this bright red and green metal display 
reminds your customers to stock up on new Remington 
“Rocket” 22’s—hottest 22 shorts available! 20 packs of extra-fast 
“Rocket” 22’s slip into this attractive unit at the top 

dispense easily at the bottom. ‘“‘Rocket”’ 22’s sell fast 80 keep 
this new merchandiser filled for quick turnover. Ask your 
wholesaler for the Remington /R-560 Upright Wall Dispenser 
with a colorful display card, plus a window streamer and complete 
instructions. 


Colorful display with 4 popular 
22 rifles —at no extra cost! 





Now you can order popular Remington 22 rifles that 
come shipped in a colorful floor display. Just slip off the 
protective cover, stand it up and watch it sell! 


The four fast-moving Remington 22's include two Model 
514 bolt-action single-shot rifles, one Model 512 bolt- 
action repeater and one Model 550 autoloader. 


You can spot the brightly colored display in heaviest 
store traffic—a unique locking device protects the guns 
Ask your wholesaler for the Remington 22 rifle assortment 
and display #420 that costs nothing extra 
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There’s extra profits in a September 





Back-to-school promotion 


How to group merchandise from regular stock with special lines of 
school supplies for a fast, low-cost promotion just ahead of your 
major autumn campaigns 


Your next seasonal promotion 


is on back-to-school merchandise 
Thousands of children will return 
to school shortly after Labor Day 
and now is the time to plan this 
promotion, 
You lines to sell to 


have many 


children and their parents. Some 
lines you already stock, such as 
lunch kits, vacuum bottles, roller 


skates, bicycles, and toys for pre 


school children. 


Other lines you 
may have to add to your stock 
These are strictly school supply 


and 


that sell in 


continue In demand throughout the 


lines, September 


school year. 

Here is what you gain in a back- 
to-school promotion: 

1. Added profits from merchan- 
16) 


(‘ontinued on page 


School supplies that you can sell in your hardware store 


et ths ry ’ 


Item Retail prices 
Bags, school $1, $1.50, $1.69 $1.98. 

$2.29, $2.98 
Bands, rubber 10¢ 
Binders, 2 ring 25¢ to OR¢ 
Binders, spiral side 10¢ to 49¢ 
Kooks, composition o¢, Oe, Je. ve 


Books, copy, spiral bound 5é¢, 10¢, 25¢ 


Brief cases $1.98, $2.98. $3.98 


Brushes, artistas’ 10¢ 
(ards, index lO¢, 25¢ 
Carryalls 294, A9e 
Chalk o¢ 
Clips, paper 10¢ 
Compasses lve 
Covers, report L0¢ 
Crayon sets LO¢ 
Dictionaries (paper covered) She 


wanted iten 


TO 


anda their usual reto orice 


' . : : 
mnorce J ur nc Va «+ y ; 


Erasers, pen and penci! n¢ to 19¢ 


Fillers for notebooks 5¢ to 5O0¢ 
Glue Loe 
Index dividers 10¢ 
Index tabs l0¢é 
Ink 10¢, 154, 19¢ 
Ink eradicator lbé¢, S5¢ 
Kits, luncheon $2 98 
Kits, paint l9¢ to ove 
Lead for mechanical pencils 10¢, 15¢ 
Paints, tin boxes 20¢, 3Y¢, SY, OVE 
Paper, construction 10¢ 
Paper, graph 10¢ 
Paper, typewrite: 10¢, 25e¢ 
Paste, library 10¢, 19¢ 
Pencils, crayon 10¢, 40¢ 
Pencils, drawing 10¢. lhe 


Pencils, mechanical! up to $2.50 


Pencils, wooden ne 
Pen and pencil sets Re 
Pen holders Oe 
Pen nibs 5¢ 
Pens, ball point 15é¢ to $2.50 


Pens, ball point refills 
for 25¢, 25¢ each, 49¢ 


$2.50 up 


two 


Pens, fountain 


Protractors 10¢ 
Punch, ticket 29¢ 
Refills, vacuum bottles $1.25 
Reinforcements, gummed L0¢ 
Rings for binders two for 10¢ 
Rulers 5¢, 104, 29¢ 
Sharpeners, pencil, pocket type 5¢, 20¢ 
Tablet drawing L5¢ 


4a 
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WARE gives you faster turnover 
..and increased profits, too 


Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


406 Lexington Avenue * New York 17, N.Y. 
Galvanized Ware Piants: Teleds, Obie and Atients, Georgie 
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Back to school promotion 





dise that averaves around a 40 
percent markup. 

2. Increased store traffic. 

6. Extra sales, and profits, from 
a quick promotion just ahead of 
your regular fall promotions. 

The market. First, check with 
local public, private and parochial 
school authorities to determine 
what supplies these schools furnish. 
This gives you a clue as to how 
extensive your promotion 
be, how wide and deep your stock 
will be on school supplies. 


should 


If there is no competition from 
schools, then a child represents an 
average sale of $2 on school sup- 
plies. 

Your market is: the number of 
school age children in the trade 
area of your store multiplied by $2. 

Inventory. An initial inventory 
on school supplies will cost from 
$500 to $1000. Your distributor 
can advise you on depth-of-stock 
requirements. 


Get displays ready now 


A basic list of school supplies 
accompanies this article. Included 
are the most popular retail price 
ranges. 

Your school supplies department 
can be contracted right after school 
starts, but you should always have 
some of the fastest movers in the 
line on display. 

Window displays. Install your 
window display not later than Aug. 
15. Keep the window display intact 
until the day after the last school 
in your area opens. 

Sign your back-to-school window 
to emphasize the days on which 
local schools open. You can also 
dress up your windows with photos 
of local schools, classes and school 
sports events. 

Instore displays. There are sev- 
eral basic considerations to govern 
your instore displays. 

Pilferage of small items may be 
quite a problem, so higher priced 
items need protection such as put- 
ting these lines out of reach of 
small children. 


Here are some other factors to 
consider: 
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(Continued } 


Locate the back-to-school display 
at the back of the store, or near 
a check-out counter, some location 
where your staff can watch the 
counter. 

Locate the display away from a 
heavily traveled aisle, so children 
can browse and not interfere with 
adult customers. 

Price mark all merchandise so 
customers can make their own se- 
lections. 

Keep displays neat. This may 
problem for some children 
will mess up displays. 

Keep damaged or shopworn mer- 
chandise out of displays. 

Group school supplies by types 
and classifications. This will help 
customers find what they need, and 
boost related item sales. 

Advertising. The promotion is 
of short duration, and you can keep 
your advertising at a minimum. 
Here are some suggestions: 

Use classified advertising. The 
cost is low, copy brief. 

Mention school supplies in your 
regular advertisements. 

If you use radio spots, mention 
school supplies in a few of these 
a few days before school opens. 

Get up a direct mail piece to 
include with the Sept. 1 mailing 
of statements. 

A banner across a display win- 


be “a 





dow, or on your front door, read- 
ing 
or “Buy Your School Supplies 
Here” will be one of your most 
effective advertisements. 


ss 


School Supply Headquarters” 


Children know 
what they want, 80 serving them 


Salesmanship. 


is largely waiting on them, rather 
than using personal salesmanship. 

Wait on children promptly. Chil- 
dren naturally are impatient and 
they will be in a better buying 
mood if you serve them right away. 

Do not suggest substitutes. Chil- 
dren resent this. 


You can sell toys, too 


Do not joke, in waiting on chil- 
dren or in your advertising, about 
going back to school. There is no 
profit in taking a negative view 
on a subject which irritates many 
children. 

Toys. There is a natural connec- 
tion between toys and back-to- 
promotions. Group 
toys for pre-school age children 
near your back-to-school merchan- 


school some 


dise counter for an effective tie-in. 

Here is the connection. The be- 
ginning of schvol is a difficult pe- 
riod with families having school 
and pre-school age children. Chil- 
dren left at home need special at- 
tention to fill the void when older 
children, with whom they 
played during the summer, go off 
Parents can fill this 


have 


to school. 
void by buying pre-school children 
a few toys. 
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Sprinkling System Display 





4 ; j j 
“tk Zu tf re Wi per? r Ted ry ord 
display unit, containing parts and fit 


ring: fer underground SOrinr Ng sys 


j 


tems in a front t.the-store lox ation 
is a profit maker for Hinz Hardware 
in Milwaukee. Included in the dis 


| } 
pray ore 


Robert Hinz, owner of the store 


, 
i} orts Many sarees are nade trom this 


Gift Specials Offered at 
All Times in This Store 


When a western hardware store 
puts novelty items in its giftwares 
ection, they are not allowed to stay 


there indefinitely 


lf the item does not move within 


nine months, it 


The only exception to this rule 


on pattern ware or standard items. 


The one-third price reduction 


stands for three months. If 


item is not sold, it is transferred 
lo a special display section of gift- 


ware specials. 


If not sold within 30 days in the 


special section the unsold item 
transferred to the stock room 


60 days, and then returned for an- 


other 30 days. 


The removals from display are 


watched by some 


tomers who buy gifts ahead of im- 
mediate need and like to take ad- 


vantage of reduced prices. 
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shower heads and fittings. 


s automatically 
yiven a one-third price reduction. 


regular cus- 








Cash in NOW on the coming cold weather 


@wHEAT TAPE KITS 
for pipes 


A Sell winter - long 
| protection against 
We freeze-ups In a 

single package! 
EASY-HEAT Tape Kit wraps quick- 
ly around pipes—plugs into any A.C. 
or D.C. 110-volt outlet. Includes pre- 
spaced, sewn-on Heat Cable, plus two 
coverings of Insulating Outer Wrap 
and friction tape. 

KASY-HEAT Cable Kits melt roof 
ice: protect eaves, downspouts. All 
wire by Welcraft leading heater 
wire manufacturer for appliance in 
dustry. Kits come in colorful individ 
ual cartons. Line up now with EASY 


HEAT. Lasy profits! 


Heat Tape Kits 
come in 5 sizes 


Wholesalers: Write or phone 
for full sales plan 






vwiaetwere ar 


AERA Products Co., 


ALL-STAR FEATURES 


Complete Range of Sizes 


Look 
Snap-in Blower Unit with 
Directional Air Flow 


of Unit 


Left-Hand Controls 
Manifold Control Kit Packaged 


®©@@®O oO 


Problems 


FREE — full details. 


Clip this ad and mail with 
your letterhead to: ; 


——— 





New Carlisle, Indiana 


New Cabinet Style with “Futurama” 


Large Service Doors on Each Side 


Available with Either Right- or 


Separately to Eliminate Stocking 






GUARANTEED 


* a 
"4 
a 
* a 
* a 
* a 
* a 
a 
— 
* a 
a 
7 
—_ 
* a 
4 
to prevent frozen pipes! Lf 
w 4 


SSSSSSSSSSSSAS SOSSSSVVVyy yyy yng gy h 


@ HEAT CABLE KITS 


for eaves, downspouts, etc. 


Heat Cable Kite come in 6 sizes 





Free eaves, 
gutters and 
downspouts 
of ice! 





COMPLETE LINE of GAS HEATERS 


with HOT CUSTOMER APPEAL 





MODEL 4975 

VENTED GAS 

CIRCULATOR 
CHATTANOOGA 
ROVAL COMPANY 


CHATTANOOGA 6, 
TENNESSEE 





Floor plan 





of a super hardware store 


Central Hardware at St. Louis (Mo.) has been called the world’s largest 


hardware store. Many of its layout ideas can benefit any size dealer 


Editors note—TIhe first port of the Centra 
Hardware story appeared on page /0, July 5 
issue of Hardware Age. Here is the conclusion 
x plan of this 51,000 


sq tt store, called the ‘world's largest.” 


teaturing 9 detailed tio: 


Thinking of rearranging selling areas? 

If you are perplexed by how to rearrange your 
floor for more efficiency, or how to best locate new 
fixtures you may have in mind, you can profit by 
the research and investment in planning made by 
the store that has been called the world’s largest 
hardware store. 

The next pages show a detailed, scaled layout of 
Central Hardware Co.'s fifth St. Louis area store. 

Keven the “world’s largest” store wants maximum 
efficiency in its floor layout. A large store means 
large expense. Everything is in proportion. The 
large expense of building and maintaining a 51,000 
sq ft store means watching details like flow of traf 


fic, square foot dollar production, and “weak-sister” 
departments perhaps even more so than in a smaller 
store. 

A department which doesn’t produce its share of 
volume is either badly located or shouldn’t be main. 
tained. By studying your floor plan, and comparing 
notes with Central’s plan, you may be able to spot 
some immediate faults. 

At Central, each section is closely watched. Each 
method or system of maintaining a high volume of 
business is checked and re-checked to be certain it 
is the best available for the job to be done. No pet, 
under-par departments or simple but inefficient op- 
erating methods should be tolerated. 

As you study Central’s plan, remember that all 
sections are under scrutiny for possible relocation. 
Then look your own floor over to see if each of your 
departments is contributing to traffic and volume 
in proportion to locations 


Continued on page 50 


Spe ialized fixtures. many made highly adaptable through pertorated paneling with varied attachments, show maximum 
item selections and stocks to best selling advantage. Color and lighting are keyed for glareless shopping. 
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Why it’s the finest hammer ever made 





@ TEMPERED RIM MINIMIZES CHIPPING 


An exclusive Stanley feature! Rim Of eeccsecesscccsees 


striking face is induction tempered to —_ == 


minimize chipping. 

e LOCKED-ON HEAD 
The head is permanently locked to the 
handle; it will never come loose. 

e CHROME ALLOY HANDLE 


Special chrome alloy steel handle will 


2200s cceeseeee® aa 


HERE'S WHY: STEELMASTER 











not break! It flexes a little, it absorbs © OOOO OSS SOS OS8OS 68S S86 SOSSO 


vibration, but it will not break. Chrome 
plating prevents rust. 


@e CONTOURED GRIP 
Good-to-the-hand neoprene forms a 
non-slip, cushioned grip. It won't Mar cescesees,. 


either, so the butt end can be used to tap ee 


work into place. "ay 


AND it’s made by STANLEY — The Tool Box of the World 
EE 


Why it’s a good deal for you 


HERE’S WHY: 





Stanley STEELMASTER is available now in these 5 models 


 - , WITH CURVED CLAW WITH RIPPING CLAW 
 — Ps are 6; MM 


ST 2 13 0z. 4.69 List 





ST |} 20 oz. $4.95 List ST IA 20 0z. $4.95 List 
ST1I”%A 160z. 4.69 List ST IYA1l60z. 4.69 List 


THIS IS YOUR GOOD DEAL — Order Unit AND for a limited time as a special 


ST6 which consists of 4 No.ST 1-1/2, | introductory offer you can give every 
No.ST 2 and 1 No.St 1-1/2A and the mer- Stanley STEELMASTER customer one of 
chandiser shown here is shipped with your the handy leather hammer holsters 
order absolutely FREE! Your cost— which will be supplied free with each 
$18.67, and the hammers retail $28.14. STEELMASTER you order. 











Why your customers will ask for it 


HERE’S WHY: Stanley STEELMASTER is being nation- 
ally and dramatically advertised as “‘the 
finest hammer ever made”’ in consumer 

magazines that your customers read. Like these — 


@ SAT EVE POST 

@ POPULAR SCIENCE AND because the free hammer 
@ POPULAR MECHANICS holster is a popular extra that 
@ MECHANIX ILLUS every ad talks about. 

@ HOMECRAFT 

@ HOMECRAFTSMAN 
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The Stanley STEELMASTER is the 
finest hammer ever made. You have 
all the “whys”. Be wise and stock up 
early. See your wholesaler now. For 
mats, stuffers, other dealer helps, full 
details, etc., write Stanley Tools, 338 
Elm St., New Britain, Conn. 


The Tool Box of the World 












Super hardware store 














World’s largest store 


(Continued | 


groups similar items for tie-in 
sales in departmentalized 
set-up that assures heavy traffic 


throughout the big store 


Eight check-outs are needed to cated flow of traffic 
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Back stock 
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Power tools 














Plumbing 
sundries 
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Paint Paint Paint 
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Heavy plumbing Heavy plumbing 
Liters J Parnace plumbing 
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Garden supplies 
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Bargain tools 
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Four-decked adjustable islands hold paint 


Central s 


Hoor pian is tlexible and often changed fo 
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Unusual, portable bins speed-up small! parts handling 


mprove trattic flow and sales 


La. 
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Back stock 





Model room area 
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Enamelware 
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Model room area 


Home pienning 
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Building materials 
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Cleaning meds Building materials 





Unfinished furniture 
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Texas Wholesale Convention 





wholesalers analyze methods of 


Reducing operating costs 


A sharp scrutiny of methods for 
improving wholesaling operations 


was 
meeting 


undertaken 


of the 


at the annual 
Texas Wholesale 


Hardware Assn. The meeting was 


Among the new officers of the Texas Wholesale Hardware Assn 
to right, A. J. Murray of Momsen, Dunnegan, Ryan Co 
Neely of Amarillo Hardware Co., 


RC 


Walter Tips Co., 
| 





Officers of the Texas Boosters Club are, front row, left to right 
Holley and Howard Weddington. Back row, left to right, are John During, C 


Hootstitler 





new first ViC® president 


held at the 


Dallas-Statler Hotel 
annual 


in conjunction with the 
meeting of the Texas Hardware 
soosters Club. 

The study of wholesaling costs 


are, 


Joe 


lett 


, second vice-president 
president, and Carl A. Johnson of 


Torbron 


A 


in 
broken 
down into a number of small dis 


undertaken session 


which 


was at a 


wholesalers were 
Kach 
phases 


Then a 


cussion groups. 


various 


Zroup ex 
of whole 
for 
each group presented that group’s 
to the entire membership. 
Opinion was unanimous that this 
session was one of the most fruit- 
ful ever held at this convention. 

The views of the were 
summed up by R. C. Neely of Ama 
rillo Hardware Co., the new pres 
ident of the wholesalers’ group, 
with the statement that the whole- 
saler “needs more net after taxes.”’ 

All wholesalers, Mr. Neely said, 


plored 


saling. spokesman 


ideas 


session 


are concentrating on methods for 
reducing overhead. They are con 
stantly searching for ideas that 


will permit a cost saving here or 
there. Modernization 


underway at 


programs 


are many establish 


ments, he pointed out. 


Mr. Neely also stressed that 
manufacturers must give careful 
Hubert (oroves Ray Y¢ NG Cly tf 
Goldstrohm, Frank Jordan and Wr 
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Announcing 
the Newest Addition to the 
Myers Top Quality 
Water System Line... 


| “Kjecto 





¥, and “4 horsepower 


Capacities to 800 GPH 


Both deep- and shallow-well 
A 


O00 


models offered 


ABSOLUTE QUIET .. . FREEDOM FROM VIBRATION —The only moving part in 
the deep-well pump is the dynamically balanced all-bronze impeller (1). In 
the shallow-well pump, the nylon venturi (2) rotates with the impeller. 


RESISTANT TO RUST AND CORROSION—Pump case (4) lined with tough epoxy 





resin paint. Diffuser (4) made of glass fibre filled plastic . extremely resist 

ant to shock and wear. The shallow-well rotating venturi (2) made of strong, including meter, controls, 

wear-resistant nylon. The leakproof, rotary seal (5) features an easily replaced 11-gallion tank, f.c.b. Ashland, O. 

ceramic face and carbon washer ... highly resistant to sand abrasion. The ; 

durable, nylon, shallow-well nozzle (6) contains a stainless steel insert tip. Here's big news in the water 
system industry! It's Myers new 

PEAK PRESSURES FOR BETTER SERVICE—Can be set for high pressures without “HK” Ejecto Shallow Well 


fear of operating difficulties. Provides plenty of pressure for satisfactory 


pump with advanced rotating ven- 
operation of modern home appliances. ' 


turi design. And the new “HK” 
FASTER PRIMING SAVES TIME AND MOTOR WEAR —Ihe rotating venturi (2) is offered at easy-to-sell prices 
feature promotes minutes-faster priming even where there is a long, hori- 


lake an inside look at the many 
zontal offset suction line. } 


high-quality features that dis- 
SIMPLE DESIGN SPEEDS SERVICING AND REPAIRS—Dismanties completely in tinguish the Myers “HK” Ejecto 
five minutes! Impeller mounts directly onto the stainless steel shaft (7). Drain 
plugs (8) permit complete drainage without disconnecting pipes. Pressure 
regulator (9) needs no diaphragm or spring nothing to wear. Perforated 
brass screen (10) prevents troublesome clogging of the nozzle. 


look-ahead design. It gives you 
the opportunity to broaden your 
market for high quality pumps 
among prospects whose main 
COMPACTNESS FOR VARIETY OF INSTALLATIONS—(Offered with L1-, 21-, 42- of soadiililetion is price. SO get 
i-gallon tank which is small enough to permit installations under a kitchen ready for your biggest water 
sink. Available in both deep- and shallow-well models. system sales year. 


Myers 


WATER SYSTEMS 


POWER SPRAYERS AND WATER SOFTENERS 
The F. E. Myers & Bro. Co., Ashland, Ohie 


. ) : <9 ba in Canada 





| PLACE YOUR INITIAL ORDER TODAY WITH YOUR MYERS 
| DISTRIBUTOR AND ASK ABOUT THE EXCITING NEW 
| 
; 





PROMOTION PLANNED TO INTRODUCE THIS NEWEST 
ADDITION TO THE MYERS HIGH QUALITY COMPLETE LINE 


Kitchener, Ontario 
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EAGLE NC. 4650 is the Only Padlock 
with BUILT-IN Positive Protection 
*Patented positive locking bolt and rap guard 

makes this popular priced padlock, rap-proof . . . tamper-proof. 

Meets customer demand for positive protection at a 
down-to-earth price. Ideal for use on sheds, storage bins, 

tool chests, garages, etc. Remember... only EAGLE No. 4650 

has the patented rap-proof features designed to knock out 
sales resistance . . . speed turnover. 


EAGLE Ne. 4650 
Rap-Proof PADLOCK 


Husky 14%" 5 dise. tumbler 
with rustless alloy case. 


Order today from your favorite 
jobber or—write direct to: 








The EAGLE LOCK AND SCREW CO. | 


Subsidiory of Bowser, Inc. 
TERRYVILLE, CONNECTICUT 








study to their distribution policies 
if they are to realize the maximum 
potential of their distributors. 

For one thing, he said, manufac- 
turers should examine closely the 
margins they have, especially the 
margins they give to distributors 
who do not serve a full wholesal- 
ing function and thus do not de- 
serve the margin extended to reg- 
ular wholesalers. 


It is also important, he empha- 





John G. During, manufacturers’ rep 
resentative of Dallas, the new presi 
dent of the lexas Hardware Boosters 
Club. 





R. C. Neely of Amarillo Hardware 
Co., the new president of the Texas 
W/ he | es ile Hoardwore Assn 


sized, that the 2 percent discount 
be maintained by manufacturers. 

The convention was held at the 
new Dallas-Statler Hotel. 

A highlight of a joint session of 
the wholesalers and the Boosters 
was an address by Dr. Kenneth 
McFarland of General Motors, 
entitled, “The Lamplighter.” 

Election of officers of the Texas 


HARDWARE AGE, AUGUST 2, 1956 












M*e LAUNCHES...ads galore 


...to Do-It-Yourselfers! 











Te choose 


ANDY WYTEFACE 





in the Magazines that get 


ACTION 


NEARLY 7,000,000 READERS! 














Only K & E offers the line that professionals prefer... with 
the features do-it-yourselfers want most. kasy reading tapes. 
Wide blade tapes. Long line tapes. Plus all the most popular 
sizes and lengths. 






Only K & E offers quality that, from long experience, consum- Hendy Wytetece® fone 


ers know and trust. short measurements, Choc 
6. f 
GET IN ON THE ACTION! 
See your jobber... see that you get your share of the extra 
profits from increased K & E sales. /f you want action . . . act 
f 
now. 






Hoboken, N.J. Strong 4” blade hasy 
reading 
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the easiest — 
and the best way 
to process apples 


+ 





- 


wr 









*L 4 ok 
ote ?. 4 


es 4 ‘ A 
’ . a . 
a 5 ins et: 


- . = 


White Mountain 
APPLE PARER « CORER « SLICER 
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With over eighty years of continuous sales 
behind a product, it MUST be good. 
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Theres no guesswork about the 
WHITE MOUNTAIN — its profit 


potential increases year by year. 
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MAKE NEW PROFITS 
AND NEW FRIENDS 
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WITH THIS NATIONALLY 
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ADVERTISED WORKSAVER = ‘WblvibUALLY 
PACKAGED 


COUNTER 
DISPLAY BOX 
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SEE YOUR JOBBER 

| OR WRITE US FOR 

|FULL INFORMATION ““— 
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Wholesale Hardware Assn. saw 
R. C. Neely of Amarillo Hardware 
(Co. named president, succeeding 
Joe F. Wood of Corpus Christi 





Paul H. Speaker, the first man 
to have the distinction of being 
both a Booster and a member 
ot the wholesalers’ association 


Mr Speaker wads tormerly O 


Qi) ito f yrers represent itive 
mad served as pre Jen? f sha 
Boosters. He recently 
the wholesole tirm of H je c 


Philp Co nd De 
" 
Her ryt the 
tion. This year he was award: 


yf honorary ; ‘ ' at , } f 


Re osters 


Hardware Co. Carl A. Johnson of 
Walter Tips Co. wa» elected first 
vice-president, and A. J. Murray 
of Momsen Dunnegan Ryan Co. 
was named second vice-president. 

The Boosters club elected John 
G. During, of Dallas, president, 
succeeding Joe Torbron of Lam- 
son & Sessions Co. Clyde Holley 
of Atkins Saw Div., Borg-Warner, 
was named first vice-president, 
and Hubert Groves of Fayette R. 
Plumb, Inc., was elected 2nd v. p. 

In the golf tournament, Roy Wil- 
loughby, of National Hardware & 
Supply, turned in the wholesalers’ 
low gross to win the Lone Star 
Trophy for the second time. Whole- 
salers’ low net was reported by 
Robert E. Tips of Walter Tips Co. 

Boosters’ low gross was turned 
in by Lou Love of Savage Arms 
Corp. to win the Sam Houston 
Trophy. The Buccaneer Trophy.for 
soosters’ low net was won by C. H. 
Peirsol of Fleming & Sons, Inc 
The guest low net was chalked uy 
by W. F. Sewer of New York Wire 
Cloth Co. 

Dates for future conventions 
were announced as: 1957, San An- 
tonio, June 13-15; 1958, Galveston, 
June 12-14. 
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a great new 


FALL PROMOTION Pk 
spearheaded by — Tom cer” PARE 















Only PARKER gives you 


all these features 





Sweep tt clean... 


’ 


. ' 
swcep ut qreen 








PARKER SWEEPER COMPANY, SPRINGFIELD, OHIO 
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New money-maker from G.E.... 


Besides making perfect regular toast “upstairs and down” the 
new G-E Toast-R-Oven makes delicious buttered toast. It heats 
bread and rolls, warms pastries ... right at the table. Only $2925" 





Holds 8 pieces 
of toast 
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Yes, there's something really new in the world of 


loasters, something your customers will really be excited 


about 


roaster they can use right at the dining table A brand- 


new. convenient way 





Make toast the way you want it 


nent. dark or 


part of youl 


in between with the upper 
new General Electric Toast 
R-Oven. Just pu 
I very 
like it 


nave tO ai ’ down or purn your Tinvet 


i\. 


Ma Hutton to liowel bread 


SHICE Oo! toast py) i] don aS VUU 


' 


“eo “I and ni mm. t00, $0 Vou don | 





Like to toast buttered bread? And how 


; 


about vartlic-v French bread and crunchy 


oven toast’ You can fix all these treats at 


the table with this really new G-k Loast-R- 
(ven. And because vou can dial light. me- 
dium. dark Or anv in-between shade. things 


come Out toasted just is yOu like them. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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A brand-new combination oven and automatic 


to warm muffins and other breads 


dinner for 


ings stay hot in the new 


1956 


Compact oven warms up to 6 rolls, 


heats muttins. buns 


any baked toods that 


used to mean using the range oven Keeps 


Ns pieces of toast going at one time h 


’ 


keeping warm, 2 toasting on top. Waiting 


a late-comer?’ Individual serv 
loast-R-Cven 


Toasted or melted cheese sandwiches, 


too lopped with a slice of tomato tor 


rood eating’ | ovely ta lonrk “ut CASY tO 


clean. the CGreneral Flectric Toast-R-C)ven 
has handles for carrving. Oven drawer 
ides out to wash at the sink. Chromium 


finish dazzies at the flick of a soft cloth 


pliance Department, Bridgeport 


the toaster that’s an “oven,” too! 


And as usual General Electric is pre-selling this newest 
of new appliances l areve space ads tor the Toast-R-Oven 
will feature the customer attracting pictures and COP) 


shown below. General Electric (¢ ompany, Portable Ap- 


>. Connecticut 








Press a button te lower toast and start 
heat. | o direct heat up to toaster or down 
to “oven, lo get the 
ternperature you need, set dial at left. Look 
at convenient chart on oven drawer handle 


to find out the “just rivhit 


evel 


turn night-hand dial 


you re cooking 











ry 


STANDARD G-E 


AUTOMATIC TOASTER 


Vit 


sit 


bu 


Thiin ontrol a 


ame extra high toast lilt and 6 
snew Toast-R-Oven 


$1795" 


inout oven 





heat for what 












Browsing customers can find tools 
they want on mounted perforated 
panels. 














How to cut down on walkouts 


Here is a dealer who arranges displays and posts selling signs 


around his store to keep customers browsing until sales persons can serve them 


Suppose you had a large number of persons in 
your store at one time and a limited sales force. 
Hiow would you keep customers from walking out? 

You could arrange a system of displays to help 
the browsing customer find what he wants. Or you 
could work out a system of signs inviting the cus- 
tomer to visit other sections of the store while he 
waits? 

These ideas are put into use at Heabel’s in Cedar 
Rapids, lowa, 

Walter Heabel, who heads the firm, says he some- 
times has as many as 35 persons at one time in the 
store on Fridays and Saturdays. The displays and 


signs interest visitors until a salesman can wait on 
them. 

One attention-getting display is used for doors. 
Thirteen different styles of doors are hinged top 





and bottom to a unit on a raised platform. This 
enables customers to see all of the doors by turn- 
ing them one after the other, like pages in a book. 
Besides giving customers a chance to make quick 
comparisons, the display takes up minimum space. 

Another type of display is used on some center 
islands. Perforated panel extensions are mounted 
on the tops of islands to show tools and related 
items. This makes it possible for a customer stand- 
ing near an island to see all the related merchan- 
dise in one grouping. 

Another display has more than 100 samples of 
wood and other building materials mounted on 
panels for browsing customers to look through. A 
similar panel arrangement holds samples of roofing. 

Signs throughout the store direct the customer to 
visit other sections. 
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*Manufacturer's 
or Fair Trade price 


Progress /s Our Most /mportant Product 





A i tO! nat iC Ckillet 
POPULAR IO’ SIZE ° 
owe poem 7 
Turquoise or polished cast aluminum 


ALL THE FEATURES OF G.E.'S BIG 12” SKILLET 
* ‘Temperature chart on handle « Fries, Stews, KHakes © Cooke right 


at the table © Signal light © Easy to wash— immersible 


AND LOOK HOW WE'RE PRE-SELLING FOR YOU 


® Life Magazine — attention getting ads in beautiful full color 
® Sunday Supplements right in your territory — also in full color 
@ TV Coverage, over G b..'s popular “20th Century Fox Hour 


SIZE FOR SIZE, DOLLAR FOR DOLLAR, 
MORE FOR THE MONEY WITH G-E! 


Stock the full line—please ‘em all: 


Se MLETS: covers, 

LO” - turquoise or aluminum $14.95° 10", 12*-—-copper-tone — $4 00* 

12" turquoise or aluminum $17.965° 10°, 12"—-aluminum $2 00" 
(,eneral ble iri ¢ Veoortiatyle Lop ities 1 Derget Mruige port f mn 
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Specialization builds volume 


in drapery hardware lines 


This is the key to success in a field that drapery stores neglect 


and here is hardware dealer who outsells major department stores 


Specialization pays ofl 

For proof, there is the drapery hardware de 
the Paul J. Devitt 
store, in Upper Darby, Pa., that does more busi- 


partment in Hardware Co. 


ness, dollarwise, than many other departments 
In fact, Devitt’s Hardware has a bigger volume 
in drapery hardware than the biggest depart 
ment stores in Philadelphia. 

Many Devitt 
a suburb immediately adjoining Philadelphia on 
the that 


stores sell curtains and draperies but few 


years ago Hardware, located in 


found home furnishing 


sold 


west, many 


drapery hardware. 


Devitt decided that it would specialize in 


drapery hardware to be known as “headquarters’”’ 


There > 


always tratti: in Devitt 4 


drapery hardware 


" ea 


for fittings and advice to other stores’ drapery 
The home furnishings 


stores continued to ignore hardware while Devitt 


and curtain customers 


gradually built up a word of mouth reputation 
hardware, Devitt’s has it.” 
Devitt’s to 
pand its drapery hardware business and service. 
It’s a high additional 


profit to be made by outside custom fitting and 


for “If it’s drapery 


Many things have prompted ex- 


profit business, with 


installation. It is such a large volume and turn- 
over business that, says Devitt’s manager Wil- 
liam Stehr, “We do more volume, dollarwise, in 
drapery hardware and service than many major 
such as 
S100 Is 


categories, lawn and garden supplies. An 


order for considered quite common.” 


hon 
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New General Electric lron 


HAS 5 BIG NEW FEATURES! 


Heats up 
30% Faster 


Visualizer 
Fabric-dial 


New 
Teleheat 
Light 





VISUALIZER SPEED IRON...si1°> 


New Rapid Heat Response. Heats 
faster, cools faster with new ‘Twin 
Calrod” Heating Element. Heats up 
30°, faster than previous models. 
New Chrome-Plated Steel Soleplate. 
It’s more durable, has a mirror-like 
finish. Irons smoother, irons faster. 
Won't scratch or mar with normal use 
Visualizer Fabric-dial gives you fin 
gertip control of ironing temperatures 
There's a setting for every fabric 
from synthetics to linens. 


New Teleheat Light turns “‘on’’ when 


od *, > 
ss ae ae 
as  - 
£ ae ae 
in: " 
| ee 
} Se 


ever you adjust your fabric setting for 
either a higher or lower heat... turns 
“off” when tron reaches correct tem 
perature. 


New Cord-Lift keeps cord off the fab. 
ric, up and out of your way. Lets you 
iron right- or left-handed. Extra-large 
soleplate—3O0 square inches—covers 


more area with every stroke. 


New Open-Handle lron combines ex 
tra-open design with new low silhou- 
ette. Lets you iron in pockets, cuffs, 
seams and other hard-to-reach places 


New 
Cord-Lift 


New 
Chrome-Plated 
Steel 
Soleplate 





ONLY 


Another G-E First! A dry iron with 
a chrome-plated steel scleplate 
built for amoother, faster ironing 
without additional weight. Weighs 
only 244 pounds despite sturdy 
steel construction 
And just take a look at that new 
extra-open “Open-Handle’”’ design 
and all the other attractive 
features 
. Then get set for your biggest 
Order your 
stock right away! General Klectric 
(‘o., Portable Dept., 
Hridgeport 2, Conn 


(i-K lron vear vet 
Appliance 


* Manufacturer's recommended 


retail of Kau Trade pies 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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Store Manager's Notebook 

































Store Manager's Notebook 


Store Manager's Notebook 


Part Xl 


Editor's note—lIl his is the eleventh article in a series 
on how dealers COfni put showmanship into their 
promotions Showmanship is the element that 
makes the difference between oa good, protitable 
promotion and a weak, non-productive effort. These 
articles will give you many usetul ideas on how to 
improve your promotions by using showmanship. 
lhe first ortic le in this series, "Strike Up the Band,”’ 


appeared in HARDWARE AGE, Aug. 18, p. 94. 
[he second article. ‘Don't Tell Me, Let Me Guess,” 


Showmanship in Business 


was published Sept. 15, p. 106; the third, “In this 
appeared Oct. 13, p. 124; 
appeared 


corner we have 
the fourth “Don't torget the cast 
Nov. 24, p. 61 the fifth. “There's only 


hero .... Jan. 19. p. 98: the sixth, “Nof only a 
joy torever,’ appeared March 1, p. 68; the seventh, 


The wooden Indian is dead,” Mar. 29, p. 68 


eighth, “Time counts,” April 12. p 88: the ninth 
“Don't forget the ashe Og May 10, Pp 76 the tenth 


Cole yr conscious 


; May 24 Pp 76 


One of the few innovations in the whole world 
of entertainment was discovered by burlesque 
when they built a runway that allowed the girls 
to scamrper into the audience and pull the ears 
of the cash customers. 

A little bit unrefined, perhaps, but funda- 
mentally sound since it helped bring the stage 
closer to the audience. 

Or, more important, it brought the audience 
closer to the stage-—and the show. 

In a previous article | said that the man who 
buys the ticket is the hero of the show. Rita 
Hayworth may get the salary check, Mantle may 


get the newspaper headlines, Benny may get the 


Hooper rating, but the real stage star, the ring 
hero or the screen idol is not the actor, but is 
the individual member of the audience. 


It is the same in business. The hero of the 


selling drama is the customer—or the prospect. 
His vanities——his hopes——his fears——-his ambi- 
tions-these are the stuff from which your sales 
plot is spun. And on him-——and him alone—must 
the spotlight shine. 

The simplest commercial example of this that 






by Zenn Kaufman 


Spotlight the customer . 





| know is the auto salesman who makes the 
prospect sit at the wheel of the car. Or, better 
yet, drive it. 

Or, the desk salesman who places a full size 
mirror on the wall facing a $200 desk. Then 
gets you to sit behind the desk——facing the mir- 
ror——so you can behold yourself, flanked on either 
side with expensive fountain pens, in all the 
glory of big business. 

No man needs a $200 desk. You look in that 
mirror and the salesman says, “Boy, you look 
like Charlie Schwab!” You buy the desk 

I’m no exception. When I spoke in Toronto re- 
cently, having heard much about woolen tariffs, 
I thought I'd buy an overcoat and save some 
money. I went to Eaton’s and picked out a nice 
coat at $69. Priding myself on saving the money 

I started to chat with the manager. He began 
to give me the works 

He told me about the tradition in British 
father 
had taught son the unwritten secrets of the 


fabrics, how down through the vears, 


woolen craftsmanship; how families had worked 


for generations at the same looms—that | might 














Planning for Profit 


AT THE 11TH ANNUAL 


NATIONAL HARDWARE SHOW 


Including the Lawn, Garden and Outdoor Living Division 


OCTOBER 1-5 at the new COLISEUM i. NEW YORK CITY 







































More than 1000 of the nation’s leading manufac- 
turers at the National Hardware Show will present 
to buyers of hardware, housewares and allied 
items ... and lawn, garden and outdoor living 
equipment . . . a dazzling array of new products, 
new designs, new ideas and new merchandising 
plans that spell new profits for you. 


Plan now to attend your industry's great 
merchandising event, where you can see, feel and 
compare the best the industry has to offer. 


Fill out and return the registration coupon today. 

, 3 
Your admission badge, which will admit you with- s&s 
out further registration, will be mailed to you. =<" 
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World's Newest, 
Most Modern Showplace 


NATIONAL 
HARDWARE SHOW —— ee ae 


GRP at the new COLISEUM | TYPE OF BUSINESS 
= 


start planning for profit... register now! 
ene me eres mn einem mene me ee nnn eae INR ee NNN PRN) SERN eR Sm 
NATIONAL HARDWARE SHOW 
Suite 1103, 331 Madison Ave., New York 17, N.Y 
Please check below if you wish us to make hotel reservations for you 
(Please Print) 


ae THLE 
FIRM 





» ny? | es on NEW YORK CITY Please check below the classification of your business 


Wholesaler Retailer Dept. & Chain Store Buyer 






importer-Exporter Migrs Agent Manufacturer Ormher 


- Please send us your hotel reservation biank 


please fill out coupon and mail 4” | pinors under 18 yrs. of age will not be admitted under any circumstances. | 
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be as rich as Croesus, yet couldn't buy as fine 
a cloth in the U. S. at any price. | 

He sold me an $89 coat. He took me up gen 
eration by generation—five generations at $4 
per each, to $69. And now I'll wear that coat in 
the States—and stroke it tenderly as | say to 
friends, “Yes, no one makes clothes like the 
tritish.” And for a brief moment, | take the 
spotlight-——as the hero 

There are many ways for stores to put the 
The simplest way is 
by paying some attention to customers. Not in 
the mass, but in a way that makes the individual 
feel appreciated. Statler pioneered in the early 
days by teaching his whole staff to call guests 
by their own names, thus making them the 
acknowledged center of interest. 

Smart retailers, like A. C. Ferrell of Kansa 
make their store a part of the act, too, bringing 
in groups of women to enjoy free use of a modern 
kitchen. 

K. C, Shepherd of Gulf Hardware finds that 
the serving of coffee and fresh cookies on the 
balcony of his store has increased sales of bal 
cony items by 35 percent. Since the cookies and 
coffee are made on the balcony, the smell of 
baking cookies has proved to be irresistible to 
people who just dropped in to look around 


audience “on the stage. 


Visitors to Bandino Hardware at Calumet, 
Mich, first notice a huge map forming the back 
wall of the salesroom. The map is 20 ft. across 
and shows the entire area with principal roads, 
streams, lakes, and elevations. Since Calumet 
is on the Upper Peninsula, one of Michigan’s 
famous tourist spots, it is a great attraction to 
tourists. Says Peter Bandino, store owner, “the 
map is like a huge welcome sign to tourists.” It 
puts them right into the act 


Let your employers take bows 

An East Orange, N. J., retailer has found an 
unusual way to sell more hammers. The moment 
his store is clear, he places a hammer on the 
floor in front of the store’s main door. Each 
time a customer comes in and spots the hammer, 
he automatically picks it up and carries it to 
the counter. Once you're in the act, it’s hard 
to get out. 

Give your employees a chance to take a bow, 
too. Dale Carnegie relates an experience that 
Charles Schwab had with a mill manager whose 
men weren't producing their quota of work 

“How is it,” Schwab asked, “that a man as 
capable as you can’t make this mill turn out 
what it should?” 

“| don't know,” the man replied, “I've coaxed 
the men, I’ve pushed them, I’ve sworn and 
cussed; I’ve threatened them with damnation 
and with being fired. 
just won't produce.” 


tut nothing works. They 


It happened to be the end of the day, just be- 
fore the night shift came on. 


“Give me a piece of cha'k,” Schwab said. Then, 


6b 





turning to the nearest man he asked, “How many 
heats did your shift make today?” 

“Six.” 

Without another word Schwab chalked a Dig 
figure six on the floor, and walked away. 

When the night shift came in, they saw the 
“6” and asked what it meant. 

“The big boss was in here today,” the day men 
said. 

“He asked us how many heats we made, and 
we told him six. He chalked it down on the 
floor.”’ 

The next morning Schwab walked through the 
mill again. 

The night shift had rubbed out the “6” and 
replaced it with a big “7.” 

When the day shift reported for work the 
next morning they saw a big “7” chalked on 
the floor. 

So the night shift thought they were better 
than the day shift, did they? Well, they would 
show the night shift a thing or two. They 
pitched in with enthusiasm and when they quit 
that night, they left behind an enormous, swag- 
yering “10.” Things were stepping up. 

Shortly after, this mill that had been lagging 
way behind in production was turning out more 
than any other mill in the plant 


Self interest makes the sale 

Contests of all kinds give your employees a 
chance to shine in the spotlight. One of the 
simplest and most effective contest ideas I’ve 
ever seen is a set of movable pictures of the 
salesmen placed in order of sales ranking on the 
manager’s wall. “My Hall of Fame” he calls 
it, adding, “Cost me only six bucks.” 

He took a picture of the gang, then made 
4 by 7 in. enlargements. “They all like to see 
their mugs at the head of the line.” 

Contests are not the only way to put employees 
in the spotlight. Sales meetings give you a fine 
chance to let salesmen take the stage by telling 
of their own experiences. 

I’ve pointed out before in this series of ar- 
ticles that this “hero’”’ principle is the keystone 
in the arch that supports the public's interest 
whether it be the interest in a World Series or 
a window display—in football or face-to-face 
selling——in radio or in retailing 

This tremendous self-interest is the power 
that motivates spending. It has been aptly said 
that the average man falls in love with himself 
at a very young age—and it’s usually the be- 
ginning of a life-long romance 

Don’t ever do anything to destroy this af- 
fection. It creates the mood from which springs 
all spending on the part of consumers—or aill 
efforts on the part of the salesman. When you 
take a person out of this mood you are closing 


the imaginary zipper on his pocket and putting a 
lock on his spending impulse. 





HARDWARE AGE, AUGUST 2, 1956 











You ean rent floor equipment 


during November 


The key to year around rental volume is to use promotions. Now is the 


time to plan an autumn campaign to get customers to rent tools to fix their 


floors before the holidays 
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A test conducted by the Ohio 
Hardware Store, Toledo, Ohjlo, 
turned up some impressive evidence 
to show that the do-it-yourselfer 
today will respond freely to appeals 
to rent floor sanders and rug dry 
cleaners whatever the month or 
weather, if well-planned promotion 
efforts are used. 

i'n other words, if your product 
or service is right, one that an- 
.wers or fills a real need, and the 
benefits clearly explained to him, 
the customer will rent 

in the vast majority of cases, the 
notion that people will buy certain 
products only at certain times, ex- 


cepting such obvious things as 














WHLD YOU LIKE TO HAVE BEAUTIFUL FLOORS ADAIN 
and Win Compliments This Holiday Beason and For Years to Comet? 


By calling Ohic Hardware at Ch 3-0948 you can rent the easy-to-use floor sander as featured 
in the big do-it-yourself hamibook just issued by the publishers of Mechanix Illustreted. 
Like magic, this portable electric sander makes old, wrn, scratched, marred, uneven and 
painted floors look new again, Then « wat or tw of Pentra-—eal, the new miracle finish 
for all kinds of wood, seals in tie new floor beauty md Tocks out damaging dirt. Dried 
ink even wipes off a sealed floorl And cleaning in general is so much easier, Call us 





kitehen floor, 


SAVE FIYTY CENTS 





now to reserve this rental equipment, 
fomily end friends, It's so easy md you seve so much’ 


Call now to reserve sander or polisher; when you 
come in we will deduct SO¢ from the total rental 
charges! This offer good only until Nov 3 '55, 3 ae 
You must bring this cerd with you. CH 3 8 


YOUR HEADQUARTERS FOR DOeIT~YOURSELY RENTAL TOOLS AND SUPPLIES 


Or, if you heave wall-to-wall carpeting, we suggest thet you rent our amazing portable elec- 
trie rug Gry cleaner, it's a8 easy 68 VYecuming pour rugs. 
dry cleaner end the machine does 41) the hard work. Mo more baeck-bresking "hands-and-knees" 
ecrubbing for you. "“uge never leave the floor ani you can use thas imeediately after 
Clamingi Yes, with this wonderful machine you can dry clean every rug in your home in 1 
dayi The same machine, with « different attachment, can be used to scrub and wax your 


For fresh cleen ruge and gleaming floors call CH 3-O9746 right now) 


Ohic Hardware 


Have beautiful floors --aend win compliments of your 


All you do is sprinkle on the 


Your dependable neighborhood dealer 








Jumbo postcard on autumn promotion mailed to 500 


painting the exterior of a house 
when it is snowing, is mainly a 
myth and is largely responsible for 
many a retailer losing considerable 
sums of money. 

In this practical test, three types 
of promotion were beamed at 
prospects during one week in No 
vember in an effort to stimulate 
pre-holiday demand for floor and 
rug rental tools and the profitable 
list of supplies that go hand in 
hand with the use of such equip- 
ment by customers. 

Window diaplay. A colorful ban- 
ner sweeping dramatically across 
the store window top asked the 
“Would you like your 
floors to look beautiful again?’ 

Then a further statement on the 
banner explained “These are the 
rental sanders featured by do-it- 
yourself editors in 
keeping, 


prospect, 


(,00d House- 
Science and Mechanics, 
Home, Mechanix Illus- 


trated, Living.” 


American 


This message was used by this 
alert-to-the-news hardware dealer 
who recognized that the rental 
sanders offered by his store have 
been pictured in numerous articles 
on how to refinish floors, articles 
that have appeared in numerous 
home magazines reaching many 
millions of readers who are inter- 
ested in improving their homes. 

Posters and popular rental tools 


68 


in the window included tilt-type 
and lever-type floor sanders, a spin- 
ner edger, a scrubber-polisher and 
rug dry cleaner, and a small vacu- 
um for heavy-duty cleaning of 
basements, garages, attics, etc. 

Floor display. A rental tool de- 
partment near the front of the 
store encouraged customers to rent 
the equipment and reap satisfac- 
tion in new floor beauty. 

Jumbo postcard. A timely mes- 
sage on a jumbo postcard was sent 
to 500 customers and prospects. 

The card asked, “Would you like 
to have beautiful floors again and 
win compliments this holiday sea- 


/ Be 


son and for years to come’ 


Related lines boosted 


Then a paragraph told about the 
easy-to-use floor sander that can be 
rented to make old, worn, scratched, 
marred, uneven and painted floors 
look new again. The benefits of 
using a coat or two of a penetrat- 
ing seal finish were also stressed 
to seal in the new floor beauty and 
lock out damaging dirt. 

Another paragraph told 
the excellent 


about 
results obtained by 
using the portable electric rug dry 
cleaner, also with attachments to 
scrub and wax kitchen floors. 

As an inducement for 
prompt action, the customer could 
save 50¢ by reserving a sander or 


added 


customers and prospect: 


polisher before a deadline date. 

Results of the campaign could be 
measured in two ways, according to 
sob and Mel Grzybowski, owners 
of the store. 

Immediate action, which showed 
on the first day with one call for 
floor sander and edger and two 
calls for rug dry cleaner; on second 
day, two more calls for sander and 
edger, and four calls for rug dry 
cleaner; on third day, additional 
calls for rug dry cleaner. 

Action planned for future, with 
many customers being impressed 
with the benefits to be derived by 
renting these tools who were un- 
doubtedly moved to action in sub 
sequent months. 

Floor refinishing has proved one 
of the most popular of do-it-your- 
self jobs in which the rental of a 
involved, evidence that it 


dealers to use 


tool is 
pays promotional 
aids to increase volume in their tool 
dental departments. 

Programs of two national groups 
have stimulated interest in home 
maintenance jobs. These are the 
programs of Operation Home Im- 
provement and of the American 
Council to Improve Our Neighbor- 
hood. Both programs are going to 
consumers urging home improve- 
ments and these programs build 
demand for tool rentals and related 
merchandise. 
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SOUTHERN SCREW CO. 


ROUND HEAD 
STOVE 


BOLTS 


100 
MADE IN U.S.A 








PACKAGED...with a PLAN FOR PROFIT! 


Let Southern Screws improve your profit picture-——with Southern’s "EZ to C" © labels. Triple 




















check label identification for quick, accurate handling speeds your sales. Southern Screws and 


Bolts are identified three ways with the “EZ to C" (©) label: 
© WOOD SCREWS i—By keyed COLOR 
2—By keyed BORDER DESIGN 
© MACHINE SCREWS 3—By keyed SILHOUETTE 


e STOVE BOLTS 


Delivered to you promptly in strong, moisture-proof and soil-resistant boxes, Southern pack- 
© ALB TAPPING SCREWS aging helps you to faster profits through instant identification of your customers’ favorite 


screws and bolts—Southern, known to them through consumer advertising! 


ROLL THREAD CARRIAGE BOLTS 

Write for Package Stock Guide, Label Key Chart and Bulk Stock List. Box 1360 
© WOOD & TYPE U DRIVE SCREWS 
© DOWEL SCREWS 


© HANGER BOLTS 


Heh PEPUATAEA LAL AAAEtEAEL hi OTT Thane 


SEE US AT THE NATIONAL HARDWARE SHOW: SCREW COMPANY 
BOOTH 677 STATESVILLE NORTH CAROLINA 





Sold Throwgh Leading Wholesale Distributors 
WAREHOUSES: NEW YORK ° CHICAGO ° DALLAS . LOS ANGELES 





HARDWARE AGE, AUGUST 2, 1956 






aoe 


DEMAND THIS SEAL ON REPUBLIC PLASTIC PIPE 
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CHAIN PRODUCTS include all types of welded and weldiess chain, plus farm FASTENERS—over 20,000 types and sizes of standard bolts and nuts are sup- 
and animal chain assemblies. Complete line is attractively packaged. Easy- plied in eye-catching, tough, non-smudging packages that moke attractive 
to-read labels provide quick identification. self-selling displays. 


EPUBLIC 


Worlds Widest Range of, Standard Steel 
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The seal on the left-hand page, which appears 
prominently on Republic Plastic Pipe, is your assur- 
ance that this non-toxic pipe is completely safe for 
handling drinking water without affecting its appear- 


ance, or imparting odor or taste. 
3 Lo issued by the National Sanitation Foundation, Ann 


Arbor, Michigan, the seal officially certifies that any 
plastic pipe thus marked is unconditionally approved 


HELPS YOU SELL 2s 
ful sales aid for use in home, farm and indus- 


This official recognition of plastic pipe quality is 
the result of an exhaustive 24-year study of various 
trial applications. 

To support your selling effort, Republic tells this 
story repeatedly in a strong national advertising cam- 
paign designed to pre-sell your prospects. In addition, 
a complete line of selling tools is available to you 
including illustrated booklets, stuffers, counter display 
cards, newspaper mats and other materials. 

For more information on plastic pipe or any of the 


plastic materials and their effects on drinking water. 
Tests proved conclusively that plastic pipe made from 
other Republic hardware products illustrated on these 
pages, contact your Republic Distributor. Or send in 


approved virgin raw materials is completely safe for 
FOR A HOST OF WATERING NEEDS coupon below. 







this purpose. 

We welcome the rigid standards established by the 
Foundation and are proud to display this blue badge 
of quality on our FE" (flexible polyethylene) Plastic 
Pipe. We believe this seal, which tells your customers 
that here is pipe of guaranteed quality, can be a power- 





S@iLt. tae > ae, 2? ee ae Ge ae. 





REPUBLIC ENDURO” STAINLESS STEEL — is used STEEL PIPE—for plumbing, heating, air conditioning WIRE NAILS AND STAPLES — co complete line for 


by leading housewares manufacturers for utensils and all other home and building uses. This high every farm and home use. Also ideally wited to 
that will stay new looking a lifetime will never quality pipe is available in a full line, in sizes and accepted by the building trades. Made trom 
chip, crack or flake... will resist rust and corrosion, you want. Call your Republic Pipe Distributor stee! wire specially produced for nail manufacture 
s — «ses ae eer eer eee eee eee eee ee ee eee oe ee 
| REPUBLIC STEEL CORPORATION | 
| Dept. C-2299 ' 
| 23154 East 45th Street 
| Cleveland 27, Ohio 
| Vlease s< na more intormation on | 
| | } Flexible Plast Pipe | ] Wire Nails and ‘taples | 
| ri¢ hain Products [ |} Fasteners i Steel ip | 
| 
| Name Lith 
7 Company 
| Address 
| (a JOE State | 
Leeman anascn ana cn ambdinamentamels mparErapeEDasasapes J 
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PADLOCK and HARDWARE CO. 


LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 


ALUMINUM 


HARDWARE 


RUST-PROOF 
Tim -1.4. +39 


BRONZE 
or ALUMINUM 
FINISHES 

































MR. PHXZ WORRIES 
ABOUT SHELF SPACE! 





He stocks fasteners only as a 
service, but he uses up sixty 
feet of shelf space to do it! 


Poor Mr. Phxz! He doesn’t know it isn’t 
necessary any more to stock separate boxes 
of fasteners, which take up shelf space far 
more valuable than the fastener sales are 
worth! He hasn't heard about the Sharon 
line, which offers a compact, handy method 
of stocking 1000 sizes in only 13 feet of 
shelf space! And best of all, it utilizes in 
expensive store space, saves the down-front 


Use of minimum and Inexpensive space is one 
important reason why it pays to stock the 
Sharon line! 


ASK YOUR JOBBER, OR WRITE: 





wy ee GOO am S Vr’ lo hows Cd Wass 
‘ 





spots for the large-profit items! 








HOOKS and 
SHACKLES 





Drop forged by 
men who really 
know how to put 
the strength in 
hardware where 
strength and 
dependability 
count most 


Catalog “H-56" 
shows the full W-C 
line of pulleys 
wire rope sockets, 
connecting links, 
thimbies, eye 
bolts, ring bolts, 
turnbuckles and 
others. 





Send for your copy of W-C Catalog “H-56". 


WILCOX-CRITTENDEN 


Division, Nerth & Judd Manufacturing Co. 


77 South Main St., Middletown, Conn. 














~ Washing ton 
NEWS and Views 


(Continued from page 10 








Government Agencies Report 

More Spending Money Around 
More spending money is avail- 

able fol 


cording to two government agen- 


consumer purchases, ac- 
CICS, 

Dept. and the 
Federal Reserve Board both report 


The Commerce 
increases in the number of fami- 
lies earning $5,000 or more yearly 

The Commerce Dept. reports that 
average before-tax family income 
last year reached a record high of 
$5,520 

The Federal Reserve Board re- 


ports the proportion of families 
earning $5,000 or more increased to 
366 percent last year from 52 per 
cent in 1954. It also found that 
the proportion of families with in 
comes of $2,000 to $5,000 declined 


to 41 percent from 45 percent. 


Record Spending Predicted 
For Construction in 1956 
Construction spending this year 
will set a new record, the Com- 
Labor Depts. predict. 
revised upward their 
1956 spending for all 
types of construction to $44.5 bil- 


merce and 
They have 
estimate of 


lion. 

The upward revision was made 
despite a 12 percent decline in pri- 
vate housing starts. However, the 
two agencies predict spending for 
new home construction will not fall 
off as much. This is because most 
of the homes being built are larger 
with more quality features. 


Progress Reported on Flood 
Insurance Bill in Congress 

Progress on a program that 
would provide flood insurance for 
retailers was reported in late July 
as Congress raced to adjourn. 

The House Banking Committee 
approved a five-year experimental 
plan that would permit coverage of 
up to $250,000 per business. The 
plan also called for providing long 
term, low interest loans for flood 
Victims 
reading on page 11 


( Resume 
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conventions shows conferences 











Convention Check List 
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1956 27.3 ‘ hard ‘ ? 
August A 
c , Oat Hardware / 
’ kie Show , & Atiant ; 
15 , re p 
99 f+ ~o teats 
Zé kane February 
j- 5 Nort 67 Ket Iware 
September A 
/-12 Nat irdware Show 3- 6 Oklahoma Mardware & implement 
Waiter M.A Mer A 
j- | Nat Sporting A 
, Hard Me pply Co 
Annua vant R Stock lers 4. & New York State Retail Mardware 
Meet f j Aissr 
5.7 WwW Dat Hardware Assi 
October 5- 6 wa Ret ry iware A 
& Not Iwo ( nnec? + Ret ' iware 
iat t } Assi 
277 Mont 2 Imolement 12 Alabama Ret Mardware Assn 
eo 0-12 Tri-State Hardware & Implement 
he 
November é Virginia Retail Mardware Assn 
20 Nat inden Supply Dealer 13 California Retail Hardware Assn 
13 Oho Hardware Assn 
. 12-14 Nebraska Retail Hardware Assn 
1957 17.18 Arkansas Retail Hardware Assn 
17.19 West Virginia Hardware Assn 
January 19.21 Hardware Assn. of the Carolinas 
s ‘ Ret mn Iware A , 19.21 Kentucky Retail Hardware Assn 
9 Western Retail Implement & Hard 19.21 M iri Retail Hardware Assn 
ware Asst 19.21 Pacific Southwest Hardware Assn 
N hi arde ipply De sler 20.22 New Enaland Hardware Neolers 
‘ ieaw | fh 
A Nort Dakota Reta Hardware 24.25 Mississipg Retail Hardwar _ 
Assi A Mie Rat b4 iwore , 
22 rer ntain A ' Hardware 
& Implement Deale March 
22-24 Minne ta Reto Moardware Assn 9 } in & aq Reta lord 
22.24 Mountain Stats Hardware & Im ware A 
ris ant A } +} kota Rates b4 iware 
2/29 3 hw ; / Lim y 
piament A i| A ino Ret b4 / 4 
19 ae Rat ’ . A y 
National Events 
American Hardware Mfrs. Assn. joint National Builders Hardware Exposi- 
annual convention with the Na- tion, Sept. 9-12, at Chicago. Spon- 
tional Wholesale Hardware Assn., sored by the National Builders 
Oct. 7-10, at Atlantic City, N. J. Hardware Assn., managing § di- 
Headquarters, Marlborough - Blen- rector, John R. Schoemer, and the 
heim Hote! Arthur L. Faubel is American Society of Architectural 
secretary of the manufacturers’ as- Hardware Consultants, acting sec 
ociation with offices at 342 Madi- retary, William S. Haswell. Ad- 
son Ave., New York 17. N. Y. ministrative offices of both associa- 


tions are at 515 Madison Ave., New 


Thomas A. Fernley, Jr., is manag- : 
wih York 22. 


ing director of the wholesalers’ 
association with offices at 1900 National Fishing Tackle Show, Aug. 
Arch St., Philadelphia 3, Pa o-9 at the Conrad Hilton Hotel, 
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5-60 . 25 piece Open End 
Wrench Assortment 
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YU CPPCC OCOD SOD EOD OOOEES 
ViLCHEK TOOL co. 


3001 fast 87th Street 
Cleveland 4, Obie 

















Every Homeowner's a 
Red-hot Prospect ps 


Sealer-strip 


Aluminum and Felt 


Weatherstripping 


for windows and doors 




























ead felt Weathers?! 


No rattles © Stops dratis © Holds heat inside © Keeps 
out dirt ond cold © ‘Seves on heating costs © Con be 


installed in minutes 


This unique aluminum-felt weather 





stripping can be readily installed by 
What's more, it 
can be used where units are “out of 














anyone im minutes 

















aquare’’ and will cover extremely wide 
cracks Keach attractive Z color box 
contains 17° of Sealer-strip with nails 



































and ineatallation inetructions 














COMPLETE LINE OF NA. 

TIONAL AND COLUMBIA 

WEATHERSTRIPPING © 

for “TRIPL-TITE’ ALUMINUM 

SIDING * PORCELAIN 

Quick Soles...) pyamer BUILDING 
Nice Profits! ) PANELS AND SIGNS 












































Write or wire for details! 









































NATIONAL METAL 
PRODUCTS COMPANY 



















Weatherstrip Division 











2 Gateway Center, Pittsburgh, Pa. 
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Chicago. Sponsored by the Asso- 
ciated Fishing Tackle Manufactur- 
ers, John M. Holmes, secretary- 
treasurer, 430 Bond Building, 
Washington, D. C. 


National Garden Supply Dealer 
Shows, Nov. 18-20, at Navy Pier, 
hotel headquarters, Morrison Hotel, 
Chicago, Ill.; and Jan. 13-15, 1957, 
at Kingsbridge Armory; hotel head- 
quarters, Concourse Plaza Hotel, 
New York, N. Y. Sponsored by 
(rarden Supply Merchandiser Maga- 
zine, Baltimore, Md. 


National Hardware Show, Oct. 1-5, at 
the Coliseum, New York. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17. Frank Yeager, director. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, 1957, at 
Hotel Morrison, Chicago. Spon- 
sored by the National Sporting 
Goods Assn., 716 Rush St., Chicago 
11, Tl. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Aasn.. 
Oct. 7-10, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel. Thomas A. Fernley, 
Jr., is managing director of the 
wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with offices at 342 Madison Ave., 
New York 17, N. Y. 


Regional Events 


Franklin Hardware & Supply Co., 
Philadelphia. Annual Convention 
and Stockholders’ meeting at com- 
pany office and warehouse, 918-28 
N. Delaware Ave., Philadelphia, 
Sept. 17, 


Gift Shows: San Francisco, Civic Au- 
ditorium, Sheraton-Palace, St. Fran- 
cis and Sir Francis Drake Hotels, 
Aug. 5-8; Portland, Ore., Public 
Auditorium, Plaza and Benson Ho- 
tels, Aug. 12-15; Seattle, Civic 
Auditorium, New Washington and 
Olympic Hotels, Aug. 19-22; Spo- 
kane, Davenport Hotel, Aug. 26-28. 
Kay Leber, show manager of West- 
ern Merchandise Exhibitors Assn.., 
1355 Market St., San Francisco 3 


Walter H. Allen Co., Inc., Dallas, an- 
nual stockholders’ meeting and 
Merchandise Show at Statler-Hil- 
ton Hotel, Dallas, Sept 10-11, 


State Events 


\labama Retail Hardware Assn. Con- 


vention, Feb. 10-12. 1957. Sessions 


and exhibit at State Coliseum, hotel 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery. Charles 


Giles, 409 N. 23rd St., Birmingham 
" 
tis 


Arkansas Retail Hardware Assn. (on- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Auditorium, 
hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 908 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. Con- 
vention, Feb. 10-13, 1957. Sessions, 
exhibit and hotel headquarters at 
Fairmont Hotel, San Francisco. 
Krueger B. Jacobsen, Suite 262, 
1355 Market St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 6, 1957. Sessions and 
hotel headquarters at Statler Hotel, 
Hartford. Ned Russell, Harris 
Hardware, Southport 


Hardware Assn. of the Carolinas (on- 
vention, Feb. 19-21, 1957. Sessions 
and exhibit at Radio City Audi- 
torium, hotel headquarters Char- 
lotte Hotel, Charlotte, N. C. Martin 
F. Kaelke, managing director, P. O. 
Box 6215, Charlotte 7, N. C 


Illinois Retail Hardware Assn. Con- 
vention & Trade Show, Jan. 6-8, 
1957. Sessions and hotel headquar- 
ters at Pere Marquette Hotel, ex- 
hibit at Armory, Peoria. William 
F. Ewert, 1194 Merchandise Mart, 
{ hie avo 4 


Indiana Ketail Hardware Assn. Con- 
vention, Jan. 29-31, 1957. Sessions 
and exhibit at Morat Temple, hotel 
headquarters Sheraton-Lincoln Ho- 
tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
20-22, 1957. Sessions and hotel 
headquarters at Hotel Utah, Salt 
Lake City, Utah. Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


lowa Retail Hardware Assn. Conven- 
tion and lowa Hardware & Appli- 
ance Buyers Show, Feb. 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium, hotel 
Hotel Savery, Des 
Philip i Jacobson, Mason 


headquarters 
Moines. 
(ity, 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Kentucky Hotel, Louisville E.d- 

Keiley, 501 Republic Bldg., 

Louisville 2. 


ward 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 24-27, 1957 Hotel 
headquarters at Statler Hotel, ses- 

Eight Mile 


hotel and 


mic? at 
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Armory, exhibit at Armory, Detroit. 
Harold W. Schumacher, 1916 Michi- 
gan National Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 22-24, 1957. Ses- 
sions and hotel headquarters at Cur- 
tis Hotel, exhibit at Minneapolis 


Auditorium, Minneapolis. C. J. 
Christopher, 2110 Nicollet Ave., 
Minneapolis 4. 

Mississippi Retail Hardware Assn. 
Convention, Feb. 24-25, 1957. Ses- 


sions, exhibit and hotel headquar- 
ters at Heidleburg Hotel, Jackson. 
David O. Mansfield, P. O. Box 1696, 
Jackson 5. 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis. 
Harry Scherer, 2340 Hampton St., 
St. Louis 10. 


Montana Hardware & Implement 
Assn. Convention, Oct. 25-27, 1956. 
Sessions and hotel headquarters at 


Hotel Rainbow, Great Falls. Nor- 
man Q. Blevins, P. O. Box 1152, 
Helena. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 22-24. 
1957. Sessions and hotel headquar- 
ters at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, P. O. Box 
73, Boulder, Colo. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi- 
torium; hotel headquarters, Fon- 
tenelle Hotel, Omaha. C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers Assn. 
Convention, Feb. 20-22, 1957. Ses- 
sions and hotel headquarters at 
Statler Hotel, exhibit at hotel and 
First Corps Cadet Armory, Boston, 
Mass. A. C. MacHardy, 185 Dart- 
mouth St., Boston 16 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6, 1957. 
Sessions and hotel headquarters at 
Hotel Statler, exhibit at Memorial 
Auditorium, Buffalo. Nicholas H. 
Kiley, Hills Bldg., Syracuse 2 


North Ceast Retail Hardware Asan. 
Convention, Feb. 3-5, 1957. Hotel 
headquarters New Washington 


Hotel, sessions and exhibit at Sena- 
tor Auditorium, Seattle, Wash. Mar- 
tin W. Danko, Route 12, Box 109, 
Fife Sq., Tacoma, Wash 


North Dakota Retail Hardware Assn. 


Convention, Jan. 15-16, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Graver Hotel, Fargo. Miss 


E. J. MecGrann, 54% Broadway, 
Fargo. 
Ohio Hardware Assn. Convention, 


Feb. 11-13, 1957. Sessions and ho- 
tel headquarters at Hotel Cleveland, 
exhibit at Cleveland Public Audi- 
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torium, Cleveland. John B. Conk- 
lin, 198 S. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957. 
Sessions and exhibit at State Fair 
Grounds, hotel headquarters Skir- 
vin Hotel, Oklahoma City. Aaron 
Gritzmaker, 512 Midwest Blidg., 
Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Assn. Convention, Jan. 27-29, 
1957. Hotel headquarters and ses- 
sions at Davenport Hotel, Spokane, 
Wash. J. Malcolm Smith, 210 Em- 
pire State Bldg., Spokane 1, Wash. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 19-21, 1957. Ex- 
hibit at Municipal Auditorium, Long 
Beach, Calif. Otto H. Grigg, 1519 
S. Garfield Ave., Los Angeles 22, 


Calif. 
Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Jan. 


Sessions and exhibit 
at Convention Hall, Philadelphia, 
Pa. L. W. Jenness, 707-710, 1616 
Walnut St., Philadelphia 3 


29-31, 1957. 


Tennessee Ketail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Hotel 
Morris Jones, P. O 
ville. 


Chisca, Memphis 
Box 784, Nash- 


lexas Hardware & Implement Assn. 
Convention, Jan. 27-30, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Shamrock Hilton, Houston. 
R. M. Souder, 1108 Gibraltar Life 


Bldg., Dallas 2. 


TriState Hardware & Implement 

Assn. Convention, Feb. 10-12, 1957 
exhibit and hotel 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., 
Texas. 


Sessions, head- 


Canyon, 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. 
exhibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. T 
Omohundro, Jr., Scottsville. 


Pessions, 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. W. J 
Shaw, Suite 214, Werby Blidg., 3915 
Main St., Kansas City 2, Mo 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19, 1957. Sessions, 
exhibit and hotel headquarters at 
Daniel Boone Hotel, Charleston 
James (©. Fielding, 1628 McClung 
St., Charleston |] 


Wisconsin Retail Hardware 
Convention, Feb. 5-7, 1057 Ses 
sions and exhibit at Milwaukee 
Auditorium-Arena, hotel headquar 
ters—Schroeder Hotel, Milwaukee 
H. A. Lewis, Stevens Point. 


Assn. 



















ree 4 
“MULTI-DIAM 
(LEAD ALLOY) 


WOOD SCREW 
ANCHOR 


| 


- ’ \ 
: igs 
FOR GREATER SUSTAINED 


HOLDING POWER IN SOLID 
WALLS. 


The U.S. E. Multi-Diameter is cast 
in one piece with radial slots run- 
ning from the collar to the end of 
the anchor on opposite sides, there- 
by splitting the anchor in two 
halves. These two halves are made 
with a tapered, rectangular hole 
through which the wood screw is 
turned, cutting its own threads. As 
the screw advances, it not only 
splits the two halves apart but also 
tends to shift and spread them side- 
ways in opposite directions, mak- 
ing 4 points of pressure contact 
instead of the usual two. 


THE RESULT IS TWICE THE 
HOLDING POWER OF OR- 
DINARY WOOD SCREW AN- 


CHORS. 


U. S. E. Products are sold through 
recognized dealers only. 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. HA-8 











~) 


| 





WHAT'S NEW 








® For more information on these products and sevices 
use free post card on page 79. 


(Continued from page 13) 
yellow, pink, turquoise, green, and 
yray. Retails for $7.98. Plas-Tez 
Corp. 


For more data circle No. 9 on postcard, p. 79 


Dial Calibrated Levels 


Carpenters, plumbers, 
metal workers and home 
crafteamen will be interested in this 


MASONS, 
sheet 





magnesium span bar level. Level 
reads all angles, slopes and pitches, 
plus verticals and horizontals. Sem)- 
floating plumb bob is sealed in non- 
freezing liquid plastic. Reverse side 
is calibrated in inch rise per foot. 
Level comes in 18, 24, 30 and 4&- 
in. sizes. Prices start at $6.75. 
Pickett Producta, Inc. 


Por more data circle Neo. 16 on postcard, p. 79 


Low-Cost Bath Scale 

Here is a low-cost bathroom scale 
that features a magnifying lens 
over an easy-to-read dial. It has 





76 


turquoise or black 
Way-Rite bathroom 
has quick-stop aluminum dial and 


pink, 
mats. 


plastic 


scale 


Other construc- 
tion features are precision cali- 
brated spring, hardened steel pivots 
and rustproof milled rack. 

for $5.95. Hanson Scale Co. 


For more data circle No. 11 on postcard, p. 79 


easy zero control. 


tetails 


Oscillating Sander 


Home handymen and profession- 
als will be interested in Pet 200 
oscillating sander. Sander is all 
ball-bearing unit, has shaded pole, 
induction-type 115-volt AC motor. 
Orbital action is 3/16-in. diameter 
and operates at 3450 orbits per 
minute. Unit has 25 sq in. sanding 





surface and uses \% of standard 
sandpaper. Sander is 
with slide-type switch, 
10-ft, 3-wire, conductor cord with 
plug and adapter. Retails for 
$39.95. Portable Electric Tools. 


For more data circle No. 12 on postcard, p. 79 


sheet of 
equipped 


Low-Cost Lockset 

This residential cylindrical lock- 
set, Ileo Baronet, gives reliable per- 
residential 
applications. Lockset features solid 
brass 5-pin tumbler cylinder, all- 
steel mechanisms, and 2%% or 5-in. 
backset. Set is suited for replace- 
ment market. It fits a 2-in. diam- 


formance in low-cost 


Lockset is finished in 
wrought brass, bronze, or alumi- 
num. /ndependent Lock Co. 


eter hole. 


For more data circle No. 13 on posteard, p. 79 


Plastic Sponges 

Here is a line of plastic sponges 
that customers will find many uses 
for around the home. Dura-soft 
sponges come in five sizes, ranging 
from bath to jumbo, retailing from 
10 to ORe. 
when dry and are not affected by 


Sponges stay soft even 
detergents or soaps. Sponges rinse 
easily and can be sterilized with- 
out deteriorating or losing color. 
Sponges come in four colors: blue, 
pink, yellow and green. Plastics 
Div., Curtiss-Wright Corp 


For more data circle No. 14 on postcard, p. 79 


New Window Materials 


An economy line of window ma- 
terials has been introduced by this 
manufacturer. Rolls are 36 in. wide. 
These window materials come in 


heavy vinyl plastic, white cotton 
mesh, cotton mesh impregnated 
with wax, and galvanized wire 
mesh in three gauge sizes. Price 


permits extensive use for repairs, 
other 


enclosures, and 


temporary 
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MODEL No. 9920 


INTRODUCING... * 


‘ er 
Ki ake Tor EDY 


Sparkling Chrome adds Beauty to Any Table! 
Sturdy and Practical for Picnics and Barbecues 















Ve, 
yi Sout 
and (Jat 








Here’s a new ‘‘Edition”’ of the popular Everedy cake cover line that'll boost your volume to the 


7 
» Mite he ~ : . 
4 ~ P ¥ fast-growing Outdoor and Gift market. Like the record-setting Kake-Saver, this uniquely designed 
. o74 p Kake-Toter has an attractive, gleaming chrome Cover, topped by a graceful Carrying Handle, 
wa erin with full roomy inside clearance for family-size cakes 


Gleaming easy-to-clean chrome Plate, 13/4" dia., can be locked to rim of the Cover by a simple 
a ff ™ of", ow twist of the Cover handle. Rim around Plate catches crumbs avoids messing up table surface 


” piel ; vt - 9 Plate has many extra uses as an attractive serving Tray. Homemakers will want this companion 
=» / Lj ae | y ZI nece to the popular Kake-Saver for Spring and Summer use. Packaged in handsome Gift Box, 
S 3 cts } po} | 4 7 
ip OAS )'¢] r with colorful label on plate. Also available in individual carton and bulk 4-pack 
= s 


. Write for illustrated literature and prices on Kake-Toter 


Everedy Housewares are and other popular Everedy housewares 





Good lousekeeping = me 


ONLY COMPLETE LINE OF CHROME CAKE COVERS 


"TM Reg. App. tor 






a AY, 4-1-4") | 


THE EVEREDY CO. @ FREDERICK, MD 


a : . . 











KAKE-SAVER, Jr. 











WHAT’S NEW 








® For more information 
on these products and 
services use free post 
card on page 79. 


ylass substitutes 
could be used. Sol-O-Lite Laminat- 


ing Corp. 


places where 


For more data circle No. 15 on posteard, p. 79 


Storm Door Latch 


This storm and screen door latch 
requires only two holes for instal- 
It has been designed for 
use on narrow rail doors from *; 
in. to 1¥% in. thick. 


lation. 


Backset is 1'/n 
in. The latch can be used on either 
aluminum or wood doors. Exposed 
parts are of non-rusting aluminum. 





Made so that it can be locked in 
non-latching position for push open 
door if desired. Shelby 
Hinge Co. 


Por more data circle No. 16 on postcard, p. 79 


Spring 


Water System Pump 

This HK Ejecto pump is avail- 
able in 4 and % hp and as shallow 
and deep well units. It is a jet-type 
water system which comes with sev- 





74 


eral possible 
tanks. 


sizes of pressure 
The HK Ejecto will pump 
up to 800 gal an hour. New types 
of materials have been used to help 
eliminate corrosion and wear. Can 
be installed both horizontally and 
vertically. F. FE. Myers & Bro. Co. 


For more data circle No. 17 on postcard, p. 79 


End Cutting Nippers 

Three new end cutting nippers 
have been added to the Gensco Lind- 
strom line. Nippers are of box joint 





construction and a lap joint on the 
6 in. size. The cut-to-rivet distance 
is small, for greater leverage. The 
multi-power cutting nippers have 
cutting edges hardened for piano 
wire, with buffer spring and ad- 
justable screw top with toggle joint. 
All have black finish. Gensco Tools, 
Div., General Steel Warehouse Co.. 
Inc. 


For more data circle No. 18 on postcard, p. 79 


No Odor Rubber Mats 
Deluxe Tred-Well mats are fea- 
turing a new seal on their floor 
mats which stops moisture absorp- 
tion and eliminates mildew odors. 
soth the top and bottom have a 
plasticized rubber finish which in- 
creases the life of the mats. Mats 
come in a full range of colors with 
a marbleized pattern. Available in 
sizes 18 in. x 30 in., and 21 in. x 
36 in. Quality Products Mfg. Co. 


For more data circle No. 19 on posteard, p. 79 


Electric Coffee Maker 


Your coffee drinking customers 
can brew their coffee automatically 
to any desired strength in 10 min- 
utes with this automatic coffee 
maker. Markings inside the unit 
indicate the 


amount of water 









needed to make the desired amount 
of coffee. New pump assembly has 
no moving parts. Signal light 
glows when coffee is ready. Handle 
and base of unit are plastic. Coffee 
maker retails for $29.95. Westing- 
house Appliance Div. 


For more data circle No. 20 on postcard, p. 79 


Seamless Paint Roller 


Professional and amateur paint- 
ers will be interested in these seam- 
less paint roller covers. Cover ap- 
plies a uniform, unbroken path of 








paint to the surface. Covers are 
made by applying tight-knit seam- 
less sleeve of fabric to an adhesive- 
coated, solvent resistant core 
Thomas Producta Co 


For more data circle No. 21 on postcard, p. 79 


20 Gauge Shotgun 
The Winchester 
yun in 20 gauge 


Model 50 shot 
(lower illustra- 
tion) is now available and is com- 
pared to the same model in 12 
yauyge 
is for duck and upland bird hunt- 
ers as well as skeet shooters. Model 


eateamcrma 
es 


upper). The 20 gauge gun 
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CHECK CARD 


AN EXTRA 











What's New in merchandise. 












































get you all the information you need, quickly. 


HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
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BUSINESS REPLY CARD 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


BY 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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Postcard valid 8 weeks only. After thet use own letterhead fully describing item wanted 8/2 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


®@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


QUT 


Postcard valid & weeks only After that use own letterhead fully describing item wanted 8/2/56 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 9 10 1 12 13 14 15 
16 17 #26 9 2 21 22 23 24 «8625 26 06«=627 28 29 30 
31 32.033 34 38 36 7 3. fa 42 43 44 45 
4 47 486 49 ~ 50 51 5203 54 55 56 57 58 59 =—s«60 
6) 42 63 64 65 66 67 68 69 700 O71 72 73 74 75 
76 77 #7 #7 60 81 82 83 84 6 685—tséiB'GG 87 660 BF S90 
91 92 8693 94 6h 95l—iCH—CiCOTCO CO COO 61OT «6102 «©62103)=«6104~ «105 
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POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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how 


putt, k nife putty knife putt; knife ™ putty knife putty knife "= putty knife well o oe wall srepe 


‘oer —_ 7 : a’ De. ow n v8 7 BYOE . wi 


TO get more self-serve sales 





pee Pee ee a’ 6 6) 6 8.8 Se ee 








... display these * CARDOSELLS 


~ an ' ,renrer walt «crenper 7 watt etraper 


: | f ane 
\aee > wen \ cs ae , im td ony 
ts a 





Too / | #R 


_*@ 








A te 





each carded tool is a salesman for you! 


pein? scraper 


handy knife 


As tag) i ie sander GD ) _ ¢ 





. Fi, oe : , ee ee ages aotae [boa oe 
+ 0 0 ee 
F x % ta paes it 7 og : ; Re ed 
FJ £9. — a * “ : eo“ ee ea bean 
NO. C63-2%" NO. C86 NO. C869 NO. C97 NO. C25 NO. Cl 


100% more SALES APPEAL 


for Putty Knives — Wall Scrapers — 
Paint Scrapers—Glass Cutters—etc. 


Go modern he smart cash in on today's manner of retail 
shopping SELF-SERVICE. Take your pick of any one or 
more Hyde CARDOSELLS products (open stock ) illustrated 
above they are packed “2 dozen each size and type to a 
separate stock box. Display them on your present wall, 
counter or bin fixtures. See Hyde fixtures available at no cost 
with minimum dollars and cents assortments of CARDO- 
SELLS. Save time, save money, stock CARDOSELLS. They 
are pre-priced, identified show product uses so they are 
ready to sell for you 








FREE floor fixture No. 99 FREE counter fixture No. 99T Order From Your 
This No. 99 Floor Fixture This No. 99T Counter Fix- Wholesaler 
Is given at no charge with a ture is given at no charge 
minimum $49.50 assortment with $39.50 assortment of HYDE MFG. co. 
of CARDOSELLS. CARDOSELLS. SOUTHBRIDGE, MASS. CTRADE MARK 
——— Ki 
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WHAT'S NEW 








00 uses a standard length 20 gauge 
maynum shotshell and features a 
non-recoiling barrel. Retail price 
is $127 95. Olin Mathieson Chemi- 
cal Corp, 


For more data circle No. 22 on postcard, p. 79 


Glasses for Bar Sets 


A new design on glassware in 
home barware sets is Old Coins. It 
comes in jet black and 22K gold, in 


the standard size cock-tail, Pilsner, 





collins, highball, and old fashioned 
ylasses This design is packaged 
in sets of one dozen of a size. The 
stemware is to retail at about $7.20 
and tumblers about $3.60 per dozen. 
Owens-lllinotis Glass Co. 


Por more data circle Neo. 23 on postcard, p. 79 


3 Lunch Carrier Kits 

Lunch carriers will be customers 
for these three kits. 
kit (illustrated) in a tweed fabric 


The outing 


case has a plastic sandwich box and 
two Thermos quart vacuum bottles 
or one bottle and one food jar. A 
lunch bag for plaid 
strap 


women has 


fabric trim and shoulder 





while for men there is a brief case 
style. Both are of leather-like viny! 
and have a pint Thermos bottle or 
food jar. A wie rican T he rviogk Prod- 
ucta Co. 


For more data circle No. 24 on posteard, p. 79 


Garden Hose Couplings 
Owners of hoses are customers 

for this line of 

menders and clinchers. 


hose couplings, 
Couplings 


and mender are cast of zinc alloy 


ae 









and brass burnished. 


plated and 


Specially designed nut on coupling 


permits tightening with either 
finver pressure or common wrench 
(Cadmium plated 10-prong stamped 
stee] clinchers come in %, ™ and 
4, in. sizes. Stemac, Ine. 


For more data circle No. 25 on posteard, p. 79 


Weed and Nail Puller 


Here is a combination tool your 
customers can use for weeding and 
cultivating gardens, and also for 
nail pulling and prying open boxes. 





Twin-Claw comes in three sizes, and 
has a twin cambered handle to ease 
work in tight places. Prices range 
from $3.25 to $4.95, retail. The 
wide radius head with two claws is 
Finished 
in grey lacquer. A&F Mfg. Co. 


For more data circle No. 26 on posteard, p. 79 


forgved and heat treated. 





Christmas Tree Stand 
This Christmas 
hold any tree up to & ft tall. Has 


all steel construction with electri- 


tree stand will 


cally welded legs. Two set screws 
hold the tree in place. The stand 


high 


across and 9 in. 


is 16 In. 





There is sufficient room under the 
cylinder for a pan of water to keep 
the tree from drying out. Retai! 
>] Metal Products Co. 


For more data circle No. 27 on postcard, p. 79 


Electric Water Heater 

Car riders and homemakers are 
customers for this 42 oz. decanter- 
stvled water heater to make coffee, 
tea or bouillon The boilmaster 
heats water very quickly and ope) 


ates on house or car voltage. Cigar 


ette lighter furnishes power during 


‘i 





travel. There is 


to fasten 


a bracket provided 
Boilmaster to the car 
Cowhide 


window Carrying Case 


holds heater, 2 cups and saucers, 2 


spoons, window bracket, and cords 
Retail plain $14.95, plus $4 for the 
Silex Co. 


For more data circle No. 28% on postcard, p. 


traveling equipment 


9 


Home Modernizing Set 
Your 


tomers will be 


electrical contractor cus- 
interested in this 
home improvement package. Pack- 
Vibrechord 
chime, transformer, two push-but- 
complete 


age includes three-way 


tons, and a home fire 
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WEATHER STRIPPING 


Ce ~~ Oy > 
> Guaranteed by © 
Good Housekeeping 

“4 .’ 

oo? as AOventisto wy 


IS-17 Queen B Pak 
17 ft. pre-packaged, 
$) 69 Retail 


(Your cost: $12.15 per doz 


Your profit: $8.13 per doz.) 


iS-10 B Pak yckaged, 99¢€ Retail 


(Your cost: $7.10 per doz. Your profit: $4.78 per doz 


15-500 500 ft. Reel Dispenser e) 
1O€¢ per foot Retail 


ae ft pre-p« 


(Your cost: $29.50 each 


Your profit: $20.50) 





THESE DISPLAYS 
MEAN BUSINESS! 





Dist lays of Inner »¢ | re ally io mean business’ And its pront- 
i / 


able business for you, because there substantial pront an 
average ot 4¢ on every toot of Inner-Seal you sell. Inner-Seal 
gives you fast turnover, too, because 
1. Inner-Seal is top-quality. Seals heat IN, seals cold OUT. It's 
EASY to install 
2. Immer-Seal is the best-advertised weather stripping on the 
market 
3. Immer-Seal is the on/y weather stripping that carries the Good 
Housekeeping Seal 
Ll); play Innet Seal is ; feat r¢ pf uct You'll be paid f ‘? 
handsomely. Order Inner-Seal Weather Stripping and Overhead 
Garage Lox f ( ij nion jr hi id? rao , today! 
OVERHEAD GARAGE DOOR CUSHION 

Seals out moisture, dirt and cold, prevents freezing and 

>} lintering | ALi ive } irented 4 nsf ic tion 

GOC-8 & ft. per $2.19 per box Retail (Your cost 

$15.70 per doz. Your profit: $10.58 

GOCc-9 9 te. per <«. $2.49 per box Retail (Your cost 

$17.90 per doz. Your profit: $11.98) 


NEW DBS-3 DOOR BOTTOM SEAL 
. 4 ft. package complete with 
nails tor installing. ¢ 
your jobber for complete 
details 







Orntac f 


BRIDGEPORT 


FABRICS, INC. 


BRIDGEPORT 9, CONNECTICUT 
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ALL 


PLASTIC PIPE IS 
ROUND, BLACK, AND HAS 
A HOLE INIT... 


BUT THERE IS A 
DIFFERENCE! 






GUARANTEED-QUALITY FLEXIBLE PLASTIC 


is made from 









PIPE 


100% Virgin Materials 


Iwo nationally advertised big names in plastics add 
steam to your selling effort when you stock CRES.- 
LINE. Both Du Pont and the Bakelite Division of 
Union Carbide & Carbon Company are basic sup- 
pliers of the finest available 100°, virgin polyethy- 
ene materials that go into the manufacture of 
CRESLINE Flexible Plastic Pipe. And they're telling 
your customers in national publications about the 
advantages of these superior materials. Add these big 
names to CRESLINE’s own quality story, effective 
dealer support, and “packaging for profit” and you 
have the basis for big-ticket, big-profit pipe sales. 
Remember, all CRESLINE pipe is guaranteed right 


in writing. bach coil ix 

measured and marked NSF APPROVES CRESLINE 
every foot and every 10 CRESLINE WNT J4« 

feet. bivery order ix 100 and Double jet 


shipped within 24 hours. #'¢, *Peroved by the 
National Sanitation 
Write for literature and — foundation tor trans 
the name of your CRES. mission of drinking 


. ' 
LINE representative. ae 


MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY 


Zam FREE TO JOBBERS... 


Py . SLIDE RULE DATA CHART Quickly helps 
i“ % you find answers to such problems as 
friction loss, pressure drop, GPM flow, etc. 
,. Write for details on how to get your free 
- plastic pipe “Data Chart 


CRESCENT PLASTICS, INC. 


Dept. A-6, 955 Diaemend Ave * Evaneville 7, ind 
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WHAT’S NEW 








® For more information 
on these products and 
services use free post 
card on page 79. 


alarm system utilizing automatic 
fire detectors approved by 
writers’ 
Co., Ine. 
For more data circle No. 29 on postcard, p. 79 


Under- 


Laboratories. Kdwarda 


Salt Water Drag Reel 


Salt water fishermen are custom- 
ers for this Starless drag control 
reel. Starless drag enables fisher- 
man to apply a little or a lot of 





drag, or completely release drag, 
without moving his hand from the 
handle knob. Starless drag con- 
trol is offered also as a conversion 
accessory for free spool-star drag 
reels at $1.95. Montague-Ocean 
City Rod & Reel Co. 
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Fireplace Ensembles 

These fireplace ensembles come 
in Cape Cod, ball (illustrated), or 
urn designs which lend themselves 
to practically every period and 
style of fireplace. Each ensemble 





has andirons, fire tools, and Flex- 
curtain. Ensembles 
are made of solid polished brass 
black iron. 
Screen fabric is spiral woven for 
spark protection. A point-of-sale 
display is available for the units. 
Bennett-lreland, Inc. 
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screen 


safety 


and satin-finished 


Streamlined Bicycles 
This line of bicycles 

eye-appeal and 

506 Cillustrated) 


combines 
safety. Model M- 
has 1'4-in. steel 





tube frame with 2-in. head. Other 
construction features are ball-bear- 
ing crank hanger, removable double 
crossbar, 16-in. ball-bearing wheels, 
coaster brakes, luggage carrier, 
chain guard, and removable safety 
guide wheels. There are eight mod- 
els in the line in 10, 14, 16 and 
20-in, sizes. Murray Ohio Mfg. Co. 
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Serving Carts, Tables 


Your housewife customers will 
be interested in this line of serving 


carts and tables. Line features 











scalloped trays with recesses and 
three-way outlets at- 
tached to top shelf. Chrome, tubu- 
lar leg cart (illustrated) retails for 
$12.95. Other models retail from 


electrical 








$6.95 to $16.95. 
able are white, red and 
MarshAllan Mfg. Co. 
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Tray colors avail- 
yellow. 


Two Bubble Levels 


These two bubble levels in the 
Stanley Magna-View line both 
have bubbles housed in a sturdy 





level 


Neither 
electricity. No. 87 line 


clear lucite tube. 
conducts 
long and feather- 
light with latch-type metal hooks. 
The 9 in. No. 263 has plumb and 
level vitals in a plastic frame. Stan- 
ley Tools Div., The Stanley Works. 
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level is 3 in. 


Children's Hobby Horse 


Parents of children from 1 to 7 
are customers for the Wonder Mare 
spring-suspended hobby horse. Unit 
is available with either metal or 





fair traded at 


base. It is 

Horse is made of plastic in 
golden palomino color. Three other 
models range in price from $10.95 


wood 
$19.95, 


to $29.95. Wonder Products Co. 
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Plastic Trash Can 

Here is a noiseless plastic trash 
can. The can is made of polythy- 
lene. It is rust proof, unbreakable, 
acid proof, and odorless, with lock- 
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484 BROADWAY 


SOCKET HEAD 
CAP and SET 





Specialists in Socket Head Cap and Set 

Screws, Slotted Set Screws, Square Head 

Set Screws, Flat Head Socket Cap Screws, 
Stripper Bolts, Pipe Plugs and 


Hex Socket Wrenches 


AVAILABLE i6 STEEL, GRASS, MONEL AND 
STAINLESS STEEL ALL Si2Es 


THREAGS AND POINTS 


IMMEDIATE DELIVERY FROM STOCK 


PACKAGED IN STRONG METAL-EDGE BOXES 
Write for Catalogue 


FELLS TREES 
UP 10 40° 





i -) a 
a 


CIRCULAR SAW 


Priced from 
$117.50 retail 


Many Attachments for 
WHIZ 26° and 20° 





self.propelled, and 18°" Units. 


SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
SAW AND WATCH SALES INCREASE 


New WHIZ chain saw unit is a real workhorse 
Tough Disston steel blade cuts trees up to 40° 
Safe and fast for one man to operate. Powered 
by 2 H.P., 2% FP. of 5 ALP. Briggs & Stratton 
gasoline engine, v-Delf driven. Ideal for all 
purpose farm jobs, construction projects, tree 
trimming, ete 

Other Root-built WHIZ 26”, 20” and 18” in 
terchangeable attachments include: Circular Saw 
Mower, Cordwood Cutoff, Rotary Tiller, Posthole 
Digger. Grinder 

If your jobber cannot supply you—write 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St. Baxter Springs, Kansas 
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NEW YALE B2Z200 TUBULAR LOCKE 


YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 
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TUBULAR LOC KSET 
DISPLAYS 





VALE #f64 u 6 Pat Ove 





Sean YALE & TOWNE 


i 
j 
/ 
¥ 
<) 


, 
¢ 
*) 
\ 


FREE! SEND NOW! 


Write for velveble booklet, 
“The Key te Selecting Tubular Locks” 
THE YALE & TOWNE MFO CO. 

Leck & Hardware Div., White Pioins, M. Y. 
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WHAT’S NEW 











lid and a ridge handle all the way 


around (‘comes in red, yellow, 


green, and gray. This 22 val trash 
can stands 27° in. high x 20% In. 
across and can’t be mashed out of 
shape, Loma Plaatics, Ine. 
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Restyled Kitchen Tools 


These Androck kitchen- 
ware items have been restyled in 


three 


‘7 2 





matching lithographed patterns of 
turquoise, red, and yellow. Flour 
sifter No. 373X 
leaf agitators, three screens and a 
squeeze handle. Retails for $1.89. 
Nut meat chopper No. 49X holds 


one cup of nut meats in tapered 


features clover- 


vylass jar which can be used for 
Retails for 69, Onion 
chopper No, 128X is standard one 
cup measure 


storage. 
Onion vapors are 
locked under metal top for tearless 
operation. Retails for 69¢. Wash- 
burn Co, 
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Plastic Toilet Seat 


Improved Puritan Style 500 toilet 


seat features white plastic bump 


rubbel 


ers in place of bumpers. 








86 





Plastic 


and are extra quiet and shock ab- 


bumpers will not discolor 
sorbing. Bumpers are fastened to 
Cu by self-tapping, non-rusting 

‘rews. Manufacturer also has in- 
troduced a turquoise-colored Style 
600 seat in the low-price class. Cen- 
tury Products, Ine 


For more data circle No. 34 on posteard, p. 79 


Coat and Hat Hook 

A built-in 
stallation time is a feature of this 
new coat and hat hook, No. 573 
(illustrated). No 
screws 


screw that cuts in- 


tools or other 
are needed for installation. 


Hook comes in aluminum or brass 





~ _ tl 


finishes. A round flush pull, No. 
221, is introduced which requires 
installation. Pull 
in wrought brass, bronze or 
H. B. Ives Co. 
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no screws for 
Come 


polished aluminum 


Outdoor Wiring Devices 


Here is a new line of outdoo: 
weatherproof receptacles and 
switches (single 


All have F lip-Tite spring- 


receptable illu 
trated. ) 
hinged covers which seal inner 
parts tightly but can open to mor 
than 90 degrees for C“HSY ACCeS* 
Outside construction is of non 
corroding material. Royal Electric 


( 0., Ine. 
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Magnetic Door Catch 
Here is a magnetic door catch 
which a itomatically adjusts itself 


to placement error. It is self- 





altering in horizontal and vertical 


plan to keep cabinet door 4¢- 


curely shut The adjustment aids 
toward full strike on contact plate 
nich nelps 


maintain complete 


magnetic pull. Ajax Hardwar 
Sales (0 
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Christmas Decoration 


Homeowners will find many 
for Sparkl-Tex Roll 


as table or mantel decorations. or 


Christmas uses 
for wrapping special Christmas 
vyifts. Roll comes in 
silver, red and 


white with 
aluminum 
flecks, or in pastel shades of pink, 


yreen 





green and blue with silver flecks 
Roll is 


and 1:8 


32-in. wide and 12-ft long 
packaged in polyethelene 
baw. Retails for $1.98. Union Wad 
ding Co. 
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Electric Blankets 


This electric blanket (illustrated) 
vives over all blanket warmth and 
Night Watch control 


hlanket warmth to 


features a 

that adjusts 
room temperature and 
cally resets itself 
slanket comes in four 


automati- 
after a current 
stoppage 
colors. Twin bed size—retails for 
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retails 
retails 


heating 


receives 


For more data circle No 


and plants 


HARDWARE AGE, 





bed size 


or 33.95, $6.95, and $5.95, have also 


: 


Dealer 


Frary & 


Lawn, Garden Chemicals 


gardener customers have 


with 
for $29.95. 
ror 


pads, retailing 


one Bathroom Cabinets 


sixth 





rose and flower dust in cylindrical equipped with chromium-plated fix- 

self-applicator package. Diamond tures with switch and convenience 

Black Leaf Co. outlet. Moe Light Div., Thomas 
Industries, Ine. 
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Aluminum Threshold 


An extruded aluminum threshold 
with an anodized finish to match 
most solid brass door hardware is 
available. These Albras thresholds 
come individually packed in all 
standard lengths. The AP-118 lists 
at $2.25 per foot and the AP 3%, 
in. lists at $1.95 per foot. Mack 


lanbu rg -Duncan Co. 
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This line of bathroom cabinets 





7 a ee includes stainless steel on all framed 

mirrors, chromium-plated§ spring, 

rod and ball door checks, heavy 

gaye steel cabinets, bulb-edge glass 

‘w chemical aids for your shelves and full-length chromium- 

plated piano hinges on doors. Cabi- 

companys is nets have bullet-type door catches 

a selective killer of broad leaf weeds and chromium-plated tooth brush 
Two are insecticides holders. A razor blade slot is in For more data circle No. 46 on postcard, p. 79 
Fourth “a cluded. Lighted cabinets are Resume reading on page 13) 


HOW 


TO SELL 
BISSELL 
SWEEPERS 


mo series 





Al ‘I =] 2. 1956 





YOU DON’T HAVE TO HAUL IN BISSELL” CUSTOMERS! But you can sure catch 
their interest by having Bissell Sweepers out where they'll see ‘em! And keep that 
display prominently placed all year round, for every day brings a chance to sell 
Bissells for everyday cleaning. Use Bissell display cards to tie in with Bissell’s 
demonstrations on TV, promote them hard on special occasions like Fall weddings, 


Christmas, Mother's Day! Bissells are real profit makers! 


Bissell Carpet Sweeper Co., Grand Rapids 2, Mich 








TO HELP YOU SELL 











® For more information on these products and services 
use free post card on page 79. 


(Continued from page 13) 


each brush is intended. Brushes 


Tips on care of 
brushes are listed on the cards. A 


are pre-priced. 


peel 


free wire display for mounting the 
brushes is included. A. G. Jacobus’ 


Sona, Ine. 
For more data circle Neo. 47 on posteard, p. 79 





Screw Driver Easel 

This easel can be used as a coun- 
ter display or hung on the wall to 
merchandise Phillips screw drivers. 
Assortment No. 357 contains five 
No. 1 point long handle units and 
one No. 1 point stubby handle. The 
same assortment is provided for 


No. 2 point. Screw drivers come 


aS 


Siti tinea 


* 
a 
| a2 — 


> = 


SSE? Giteeee Sse ¢ | phe be 





already mounted in easel. Screw 
drivers retail for 40 and 4b5Be. 
Bridgeport Hardware Mfg. Corp. 
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Consumer Tool Catalog 
Hobbyists, mechanics and home- 

owners will be able to order tools 

by using this catalog, “Do It Bet- 


ter with Stanley Tools,” which you 
The 48-page, No 
55A booklet shows the best-selling 
items in the Stanley, Atha, Yankee, 
Jennings lines. In- 
structional material for each tool is 


can distribute. 


and Russell 
included. Catalogs can be ordered 
in quantities of 100 copies or more 
with or without imprint. 
a small charge for print- 
ing and imprinting costs. The 
Stanley Works. 

For more data circle Neo. 49 on posteard, p. 79 


your 


There is 


Self Serve Chain Rack 

Here is a self service chain rack 
which long leverage 
chain cutter and a measuring de- 
vice. The rack holds seven reels 


features a 





which come in four assortments of 
sash, jack, victory pattern, safety, 
lock link, coil, or machine chain. 
Only 19 in. 
in. high, and weighs 32 Ib. S. G. 


wide, 24 in. deep, 54 


Taylor Chain Co., Ine. 
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Bagged Fixtures Display 
You can display a wide assort- 
ment of bagwed fixtures with this 
perforated panel merchandiser, No. 
K-3B (illustrated). 
used as counter easel or 


Unit can be 
hung on 
wall. Unit consists of 20x24-in. per- 
forated panel, two easel mounts and 
11 hooks for displaying fixtures in 
transparent bags. Unit is free with 
initial order of one box each of 





bagged fixtures. Manufacturer also 
has new counter display box, As- 
sortment No. 400, for six popular 
sizes of zinc- plated S hooks. Turn- 
buckles, Ine. 
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Wire Products Catalog 

Here is a fence and wire product 
This 38 
page book enables the farmer to 
choose amounts, and 
sizes before going to the store. It 
is divided into 16 chapters concern- 
ing different barbed 
wire, corn cribbing, 
wire netting, wire fabrics, ete. All 
needed information is easily found 
and clearly stated. American Steel 
& Wire Div., U. S. Steel Corp. 
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catalog for the farmer. 


materials, 


wire needs: 


stee| posts, 


Floor Finishing Display 
This help-yourself display 


aids sales of 


rack 
related merchandise 
to customers renting floor finishing 
equipment. The rack opens to 21 x 
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13 x 35 in. and holds 12 quart and 
6 one-gallon tins. The floor rack and 
four advertising cards in color are 
free with a basic order in this deal 
American Floor Surfacing Ma- 
chine Co. 
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Christmas Wrap Displays 
For hardware 

for the season, 
here are two gift wrap centers. Wire 


dealers planning 


ahead (Christmas 
rack display (illustrated) is 42 in. 
wide, 21 in. high. It 
hold 456 rolls Sasheen ribbon, 120 


deep, 71 in 


rolis Decorette ribbon, 288 gift wrap 
papers in flat folds and rolls, and 
The other 


assortment is a counter display con 


assorted tags and seals. 





taining Scotch tapes and assorted 
This display is available in 
several sizes and assortments. Min- 
Mining & Manufacturing 


tags. 


Vie sota 
Co. 
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Wire Catalog Addition 


An illustrated booklet 
menting the Wickwire Springs and 
Formed Wire catalog is available. 
The 12-page edition describes the 
springs and formed wire of this 
line. Specifications for 


supple- 


ordering 
are detailed also. Colorado Fuel & 
lron Corp. 
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Flashlight Basket 

You can spur impulse buying of 
flashlights with this basketful-of- 
flashlights merchandiser. Unit in- 
cludes hand-made rattan basket 
filled with 60 flashlights and a 
colorful price sign. Each flashlight 
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has a retail value of 59¢. Basket 
$5.95. Basket 
can be sold separately when empty. 


H.J. Ashe Co.. Ine. 


For more data circle No. 56 on postcard, p. 79 


Cold Solder Leaflet 

An attractively folder 
called Cold telling of the 
many uses of this putty-like cold 
solder is available for customer dis- 


has retail value of 


colored 
Magic, 


tribution in the store and as enve- 
lope stuffers. 
sible 
Kwik Metal cold solder in the home, 


In 14 pages the pos- 


uses and method of use of 





car, plumbing, and hobby areas are 
Imprint space and retail 
price list are included in the folder. 
Atomized Materiala Co., Ine. 
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covered. 


* 
Etched Design on Saw 
A new, easier-to-read design is 
New style 
lettering makes the company name 
The keystone and 


etched on Disston saws. 


easier to read. 





You'll make more money selling 


victor 


Decoys 


—there’s a type for 
every duck hunter 


y 
y ES, Victor offers the only complete 
line of duck decoys-——a type and species 
for every hunter in any area. Victor prices 
range from the lowest, through popular 
priced models to deluxe. Sell Vietors and 
you ll sell more decoys this season and 
every season 








Victor Majestic Champion 


One piece ‘Tenite plastic. Life size, color 
fully finished, internally 
balanced. 5 ape low 





Victor Majestic Standard 
Waterproof Tenite plastic. Adjustable 
head Internally balanced Kenalimticx col 
ore. 7 Oversize Deluxe model 
available in 6 apocios 


Specion 











Victor Tru-Life One piece, life- 
size molded fiber. Prebalanced, water- 
proof. A tough, light weight decoy at a 
low price, 3 species 


Victor Veri-Lite 


pptenprest molded fiber 
Movable head can bs 
position. 9 species. 


Victor Deluxe Goose 


Rigid, pressed fiber shell. Field 
type, can be converted to 
water use by adding board 
Feeding and upright 
heads supplied. Nenderd 
Canada, Snow and Hilue 
Goose models available. 


Light, tough, 
Self-righting 
glued in any 


Other Victor decoys include wood, 
molded fiber field type, crow and owl 
Also Victor Cro-Tone calla anchors and 
balance weighta. 

| Order from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. + Miagara Falls, Can 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





trademark is set off more 
The 
name is included in the etch. Henry 
Disaston Div., H. K. Porter Co., Ine. 
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scales 


distinctively new company 


7 * 
Caulking Display 
This display unit for Flexiseal 
Caulking Compound and Flexiglaze 


Glazing Compound can be used for 


V4 easy ways 
O COMFORT - SEAL 
YOUR HOMIE 





a 


either counter or window displays. 
Unit high and has 
cutouts to hold one cartridge of 


stands 13-in. 
llexiseal and one can of Flexiglaze. 
Lettering is black and red against 
vellow background. Landen Putty 
Worka, Ine. 
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Bath Accessories Unit 


With this self 
display unit, No. 4060, you can put 


service eounter 


17 Fairfield matched chrome bath 


accessories within reach of your 


customers. Entire unit takes 29-in 





of counter space. Colorful display 
card encourages self service sales 
Autoyre Co. 

Fer more data circle No. 60 on posteard, p. 79 


90 








Brass Plated Chain Kit 


This do-it-yourself utility chain 


kit contains pieces that are brass 


The polyethylene 
jack chain, 6 &S 


plated lacquered. 


bag has & ft of 





hooks, 6 rings, and 2 each button 
loops, belt loops, and snaps. The 
bay is fastened to a card which 
sugyvests handy house uses. The 


bay is punched for hanging. Turner 
& Seymour Mf gq. Co. 
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Steak Knife Set 


This stainless steel Hammer 
brand steak knife set, No. HRL-1, 
is packaged for home or gift use 
Six-piece set has ivory-colored plas 
tic handles with nickel-plated bol- 








sters. Set in turquoise 


is packed 


fabricoid step-down box with gold 
embossing. Manufacturer also is 
introducing a new stainless flat 
ware set with plastic handles called 
Table-Mate. Knife Co., 
Ine 
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/ yt pre rival 


Chain Sales Guide 


Information to help you buy and 
sell this company’s complete line of 
DH- 
About 
1l6-page 


chains is included in booklet 
176-A, “Fingertip Facts 
Hardware Chains.” The 





dimensions, 


booklet lists 31Zes, 
specifications, 
different 


tnem. 


and finishes of the 
chains and illustrates 


Different 


which chains can be put are covered 


> 


applications to 
iT detall. A merican Chain & Cable 


f Dee Inc. 
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Power Tool Brushes 


This compact attention-getter 


displays a popularly-priced line of 


power tool wire brushes. Copy on 


the display is large and easy to 


read, giving uses and availabie 


17es of the product Brushes are 


% “POWER TOOL BRUSHES 


e St Saeets 41 tee seece 


POLIS) & thie (eee, ere 








individually packed in punched tab 
boxes for easy attachment to per- 
forated panel board fixtures. Hard- 
ware Products Co 
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Tableware Display 
This 


used 


wire display rack can be 


to display tableware in win- 


dows or on counters Any combina- 
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tion of sets may be displayed on 


unit. Display rack comes free with 
any of the 
company's lines. Ltd. 
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a minimum order in 


(Jneida 


Glowing Tape Display 


Glowing Lape is packed iT} color- 


ful boxes for counter d) splay s. Each 
box contains 12 rolls of tape. Each 
roll is wrapped separately in cello- 
phane. Display box lists the many 





places around the house that Lape 


can be used and also illustrates the 


Lape itl Use, Rapeo Products. 
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Carded Tool Holders 

Self service sales for Hand-L- 
Hold tool holders will be stimulated 
with new display cards 
Hand-L-Holds 


ror 


(‘ards con- 


tain plus wood 
(Cards 


i Led for per- 


screws attaching are 


pre priced and can be 
forated panel displays or in glass 


binning. Demonstrators are fur- 


nished free on orders of 30 or more. 
Rassick Co. 
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Bucket of Screwdrivers 


Here is a bucket of large-size 


screwdrivers to stimulate impulse 


sales mecnanti Assort- 


amony 






meu ~ Bie 

GIANT SALE So bE HS 
art ate (OF we 
tend 


” " 
ante 6 
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ment No. 329 contains screwdrivers 
with hardened, tempered and plated 
branded Advance Brand- 
Made in U.S.A. Assortment has 
total retail value of $17.40. Fuller 
Tool Co. 
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blades 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Fixture Catalog 

You can find fixtures to modern 
ize your store in this Flexible View 
Store Catalog 11 


specification 


Fixture catalog 


lustrates and gives 
for low and high base wall fixture 
center island and show case dl! 
plays, and display equipment acces 
Firm offers free floor plan 
ning service. W.C. Heller & Co. 


For more data circle No. 69 on postcard, p. 79 


SOries, 


Dragline Trucks 
This line of dragline trucks fea 


tures all-welded steel framework 
for strength and durability. Re 
placeable hardwood deck is light- 





weight and provides non-slip cargo 
carrying deck 
heights 14-in, 
Wheels may be steel, plastic or rub 
tired. bill holder 
0, 


surface. Standard 


vary from 7% to 
and 
Seale 


70 on posteard, p 


In-Store Gift Wrap 
The 


brand printed gift wrap papers is 


Blackboard 
are optional. Howe 


For more data circle No 
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Christmas line of Sasheen 
now available in ream roll lengths 
for in-store gift wrapping. Twelve 
colors and patterns are featured. 
(hristmas prints are available in 
1%, 20, 24 and 30-in. wide rolls 835- 
ft long and also in flat sheets. Min- 
nesota Mining & Mfa Co 
For more data circle No 
' he Milvri¢ 
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can fitted with 


elite cap holding soft-hair brush 


for applying right at bench, metal sur 


ready for layout in a few minutes 


The dark blue background makes the 
scribed lines show up in sharp relief, 


prevents 


metal glare. Increases eff 


crency and accuracy 


Write for full inlarmation 


THE DYKEM COMPANY 


23058 Nerth lith . 


Established 1920 


v. Lewis 6, Me 











New Merchandising Ideas 


Looking tor more profits, 


pnetter 


dreds 


th | 


gs QO 


Soe 


Sales 


salesmanship? Hun 


ot dealers have used 


Hardware Age reprint 


for 


training meetings et: 


SOUrCe of ideas 


Training Posters 
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Editorial Reprint Service 


HARDWARE AGE 
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Builders’ Hardwaremen Plan for 20th 
Annual Meeting in Chicago, Sept. 9-12 


Builders’ hardwaremen 
will discuss industry distri- 
bution problems at the 20th 
annual convention and exhi- 
bition of the American So- 
ciety of Architectural Hard 
ware Consultants and the 
National Builders’ Hard- 
ware Association, Sept. 9 
through Sept. 12 

Meetings and exhibit will 
be held at the Conrad Hilton 
Hotel in Chicago 

Registration for men will 
be from 1 to 5 p.m. Sept. 9 
at the Exhibition Hall lobby, 


for women at the same time 
in the Astoria room 

NBHA will hold its an- 
nual reception for delegates 
and exhibitors at 5:30 p.m. 
Sept. 9. 

NBHA will hold an open 


session at 9 a.m. Sept. 10 in 


the Waldorf room to study 





the “Distributors’ Biggest 
Problem” and “Selling vs. 
Order-Taking.” 

Builders Hardware Clubs 
Crosier and Conn Are 
Promoted by Belknap 

Belknap Hardware Co., 


wholesaler of Louisville, Ky., 
has appointed Sherman Cro- 
sier buyer of furniture and 
David Conn director of sales 


for Indiana, Illinois and 
Michigan. 
Mr. Crosier succeeds 





SHERMAN CROSIER 


will hold an open meeting in 
the Waldorf room at 8:30 
p.m. Sept. 10. 

The society will hold an 


open meeting at ¥ a.m, dept 


ll to include panel discus 
sions on “What Being an 
AHC Means to You.” That 
evening the annual banquet 
will be held at 7:30 p.m 
Festivities will include pres 


entation of the Hardware 
Consultant award. 

A joint 
the association 
ety will be held Sept. 12 at 
9 a.m. in the Waldorf room. 
Skits will be presented on 
the subject, “What’s the 
Idea?” to show how to meet 
problems within the indus 
try. Delegates will be mem- 
bers of the cast. 

The Nationa! Builders’ 
Hardware Exposition will be 


open meeting of 


and the soci- 


open Sept. 10 from 11 a.m. 
to 6 p.m.; Sept. 11, 11 a.m 
to 5 p.m.; Sept. 12, 11 a.m 
to 3 p.m. 

Bruce Bass who resigned to 


vo into business for himself. 
Mr. Crosier had been sales 
manager for Arkansas, Loui- 
siana and Texas. He joined 
Belknap in 1937, 

Mr. Conn succeeds the late 
Wheeler Rudd Mr. 
had traveled in central In 
diana for 20 years after 
joining Belknap in 1929. 


Conn 





DAVID CONN 


Hoeynck, McDougall Put 
On Shapleigh’s Board 


Henry A. Hoeynck and 
Keith McDougal! were 
elected directors of ohap 
leigh Hardware Co., whole 


saler of St. Louis, at a Spe- 

cial meeting of the board of 

directors. 
They 


fil] the 


Vacancies 
caused by the recent resig- 
nations of A. Wessel Shap- 
leigh and G. Edwin Poin- 
dexter. 

Mr. Hoeyneck is vice-presi- 
dent and merchandising 


of the 
divisions. 


director in charge 


buying and sales 


Mi McDougal! is vice- 
president and treasurer of 
the firm. He joined Shap 


leigh in April. 


Moore Retires, Kiamm 
Promoted at Rich-Con 


C. Donald Moore has re 
tired from Richards & Con- 
over Hardware Co.. whole- 





CC, DONALD MOORE 





WINSTON R. KLAMM 
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saler of Kansas City, Mo. He 
Was vice-president tool 
and housewares buyer. Win- 
ston RK. Klamm 
ceeded M1 


housewares buyer. 


and 


nas SUC- 


Moore as tool and 


Mr. Kilamm has been with 
tich-Con since 1945. For the 
past eight years he was as 
sistant tool and houseware 
buyer. 

Mr. Moore joined tich 


Con in 1905 as an office boy. 


He became buyer of tools 
and housewares in 1914 and 
was elected vice president in 
1949 


Moore Named Our Own 
Warehousing Manager 


Bb. Moore been 
appointed manager of opera- 
for Our Own Hard- 
Co., dealer-owned 
wholesaler of Minneapolis, 
Minn., 5S. P. Duffy, president 
and manager, announced. 
Mr. Moore, who formerly 
had been in charge of opera 
at Kelley-How-Thom 
Co., Duluth, Minn., 
wholesaler, will supervise all 


Perry has 
tions 


ware 


tions 
son 


from 
the original processing of or 
ders in Our office to 
the packed shipment from 
the warehouse. He will 
supervise the receiving and 
warehousing of all merchan 
dise coming into stock. 


operating procedures 
Own 


also 


Before entering the hard- 
ware field, Mr. Moore spent 
several years with A. T. 
Kearney & Co., consulting 
engineers on material han- 
dling. 


Self-Service Installed 
in Two Warner Stores 


Two more stores of the 
Warner Hardware Co. have 
completed the changeover to 
self-service in the Minneapo- 
lis-St. Paul] area. 

Self service installations 
in the Richfield and Miracle 
Mile make a total of 
four “super hardwares” out 
of eight the Twin 
(Cities 


stores 


stores in 
Area 
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Trans Continental Names 
Brigham Sales Executive 


H. Prescott Brigham 
been named vice-president in 
charge of for 
Continental Industries, 
Detroit. The 
merly known 


has 


Trans 

Inc., 
for 

Detroit 


sales 
firm was 
as 
Hardware Mfg. Co 
Mr. had 


sales manager of Bridgeport 


Brigham heen 


Hardware Mfg. Corp 

Trans Continental plans 
to extend its builders’ and 
casement window hardware 
lines and to add new types 


of products to its hardware 


operation. 





BRIGHAM 


—— 


DEALER BRIEFS: 








R. W. RIGGINS 


McClung Elects Riggins 
As Chairman of Board 


R. W. Riggins has been 
elected board chairman of 
C. M. MeClung & Co., Ine 
wholesaler of Knoxville. He 


succeeds WwW. C. 


Ross who re- 
board 


signed as chairman 
but who will continue as a 
company director. 

Mr. Riggins assumed his 
new post Aug. 1 after retir- 
ing as manager of J. C. 
Penney Co. in Knoxville 

Mr. Ro has been associ 


ated with McClung for more 
than 35 years. 
last 


man, 


He served the 
1) years as board chair- 


122 Year Old New Hampshire Firm Sells; 
Ingrassia Ace Opens Third Illinois Store 


Portamouth. N H It 


was 
122 years ago when Abra- 
ham 4. Wendell opened his 
hardware store on Market 
St. Since that time the firm 
has stayed in the same loca 
tion, and been operated by 
the founder’s descendents. It 
was recently sold. The new 
owners are David Magowan 
and W. R. Lunt. The name 
above the door will not be 
changed. Mrs. M. H. Wen- 
dell, of the third generation 


of founding Wendells, 
the seller. 


Rockford, Ill. 


was 


Ingrassia 
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Ace Hardware Co. 
ed its third self 
ware outlet in Illinois in the 
Rockford Plaza Shop- 
The 7000 sq ft 
air conditioned store features 


has open- 
ervice hard 


new 
ping Center 
expanded housewares and 
giftwares sections. The store 
until 9 
except 


is open p.m. 


Saturday. 


every 
Ted 
Ingrassia and Frank Ingras 


night 


sia, sons of the founder and 
president, Joseph J. Ingra 
secretary-treasurer 
of the 
The firm 


(Continued on page 98) 


la, are 
and vice-president 


firm, respectively. 


Striking Changes Predicted for Power 
Mower Trade; H. Cooper Heads Institate 


Power lawn mower manu 


facturing, now a $200,000,- 


000 a year industry, with a 
unit production equal to most 
major appliances, will be 
affected by many striking 
changes ovel the next five 
years 

This prediction was made 


at the recent annual meeting 
of the Lawn Mower Institute 
in Washington 


The changes will be large 
ly in the competitive posi 
tions of manufacturers. Some 


261 


producing mowers will likely 


of the present companie 


disappear during this period, 
after which the business wil! 
ttle down to a hard core of 
well establi 
These 


made ina talk at the 


hed Com panie 
predictions were 


meeting 


by Vincent R. Shiely, Toro 
Mfe¢. Co 

Mi Shiely pointed out 
that 14.500.000 mower have 
heen turned out since 1046, 


with an estimated 10,500,000 


still In use, 


The average life of a 
power mower today, Mr. 
Shiely said, is three to five 
years. This is slightly lower 


than previous estimates, due 
to the fact that rotary 
mowers, which constitute the 
bulk of present sales, prob- 


ably do not have as long a 
life as reel types. 

The meeting, which at 
tracted executives from most 
of the major mower pro 
ducers, covered a variety of 
subjects, including econom 


cs, marketing, servicing, 
transportation and safety. 


Election of offleers saw 
Harold M. Cooper, Cooper 
Mfg. Co., named president of 
the Institute, succeeding C. 
Neal Turner, Eclipse Lawn 
Mower Co. David M. Lilly, 
Toro Mfg. Co. was named 
vice-president, and A. W. 


(Continued eon page 95) 


Harold M. Cooper Heads Lawn Mower Institate 





Harold M. Cooper (second from right) of Cooper Mig. Co., 
new president of the Lawn Mower Institute, is congratulated 
Neal Turner (second from left), president of Eclipse 
Look- 
lero Mfg. 


who was elected vice-president of the lawn mower group, 


by ( 
lawn Mower Co.. 


ing on are (left) David M 
Co., 
and (right) Harold K. Howe, 


lnetitute 


retiring president of the Institute. 
Lilly, president of 


executive secretary of the 





Marshall-Wells Sets Up New Department to 


Improve Plumbing, Heating Dealer Service «\ving dealer sales and sei 


Some are: 


Marshall - Well Duluth, department created to im 
Minn , wholesaler re ently prove deaie? Service in 
neid a yrand opening event piumbding and heating Lines. 
of unusual proportions to Functioning as the Plumb 
mark the beginning of a new neg and Heating Service 


. Va Y A mr AN Staudard 


ae 


-~ 


+ 


v4 


ee 


Some ot the hosts at the M W 


Program opening day were (trom left) I 


Plumbing and Heating Service 
A. Sorenson, home 
©’ Radnik, Duluth branch 
the new 


Ameri an 


ofhce merchandise manager; I 


ner handise manayer and manhayver ot 


}. A. Hiekman, manager of 
Standard Sanitary Corp.; B. Huus, 
Standard and i be Mille r, 
othee al Standard 


department; 
Radiator A 


repre sentative ot 


district 
Ameri ati 
ot Minneapolis 


rMahiawesy sales 


Ame rican 


- 


News of the Trade 





division offers 
many basic services aimed at 


l‘rovram, tne 


Vice, 
A catalog expressiy ae 

signed for dealers trading 

heating dé 


plumbing and 


vices. Special indexing show 


department, item and 


factory 


papye, 
numbers combined 


into a master number fo) 
fastest possible reference 
Bi-monthly price service 


ervice provides current cat 


alog insert sheets show inp 
cost prices in code. Sug 
ested retail prices are cal 


culated according to compet 


tive conditions and prope: 
retail requirement 

A plumbing 
‘city desk,”’ 
dock for fast pi kup service, 


and direct 


and heat ing 


complete with 


telephone .eTViCce 


Special display room fea 
turing all modern trend / 
plumbing and heating good 

Separate inside staff in 
cluding buying taff, city 


deak 


ervice 


service, engineering 


and telephone ey 
Vice 


The new department 
O’Radnil 


mani 


ager is C. E 


DISPLAY tne comptete saes-proven 


er: 


Write Today 


FOR CATALOG SHEETS 


SHELTON TACK CO., Shelton Conn. 





Remington Arms Co. 
Purchases Mall Tool 


Arms Co., Ine., 
K igeport, Conn., has 
purchased Mall Tool Co., Chi- 
cago, Ill. The purchase will 
include Mall’s Canadian sub- 
sidiary, Mall Tool Ltd., 


Toronto, ‘anada. 


Kiem ngton 


" 
oy 


Three Remington officers 
were eiected bpboara members 
of Mall Too! which will be a 
division of Remington. They 


ident 


pre 





JOSEPH J. CALLAHAN 


and general manager; R. H 


Coleman, vice-president and 


assistant general manager, 
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—— News of the Trade——_ 
and H. M. Stoes sei, secretary Cotter & Co. Toy Show 


W al den 


were 


and treasurer. and 


Coleman also elected 
anda 
respectively of 


W. H. 


treasurer of 


president vice-president 
Mall Too! 


secretary 


1936, 


Sander 5. 


Mal! 


since 


Was elected ecretary ana 
treasurer 

Joseph J (alianan, man 
ager of Remington’s sales 
promotion division, has bee 
appointed penera aies man 
ager of Mall Too! Mr. Cal 
lahan joined Remington in 
1920. He has been in the 


sales organization since 1928. 
a 


assistant, ha 


Garrity, advertising 


become man 


rer of sales promotion at 


‘ 
ak 


temington. 
a? e 


a 





‘s 
i} 


Part of the displays at the Cotter & Co 


Lawn Mower Institute 


(Continued from page 93) 


Schenck, Lawn Mower Div 
Savage Arm Corp., Was 
elected secretary-treasure! 
Harold K. Howe was reap 
pointed executive secretary 

Four directors, wi 
terms expired tnis year, were 
re-elected. They are H. F 
Pngelking, solens Products 
Div., bh ood Machinery & 
(Chemical Corp Allan W 
Cree! Detroit Harvester 
(o.. A \\ Schenck, and 
John J Wallace, Clemson 
Bro Ine 

In the Pre dent be t 
(. Neal Turner reviewed the 
four years the Institute ha 
heen operating. The vaiue of 
cooperation among industry 
members na been aemo! 
trated many times. he said 


He made reference to efforts 


to reduce or eliminate excise 
taxe on mowers He noted 
that ome succe had beet 
attained through reduction 
of rate and extet! on of 
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Orders Up 30 Percent 


A 30 percent increase in 
orders over 1955 was re 
ported by Cotter & Co., 
dealer-owned wholesaler of 
Chicago, at its recent two- 
week toy and gift show. 

The show was called “San 
ta’s Preview.” Record at 
tendance was reported. 

More than 4000 individu 
al items were displayed in 
10,000 sq ft of floor space 


The displays for V & 5 deal 


ers covered toys, Christmas 
decorations, tree lighting, 
rift merchandise and nouse 
wares Christmas merchan 
dise, 





toy and gift show. 


claims cove} 


for 
refunds 


y dates 


; ’ 
ts ~ 


ing tax 


Vi Turney! AISO reported 
that manufacture!) of 
mower engines had been 


Institute 
and 


invited to join the 


associate member 


that a number of the leading 


engine makers had accepted 


included on the program 
vas a report by the safety 
committee by A. W. Schenck 
Savage Arms Corp.: a di 
cussion of sales and advertis 
ing ideas by Roger Nelson 
of Goodall, C. A. Livesey of 


lacobsen, Vaughn Border of 
lawn Boy, and Roger Ke 
kering of Eclipse 

\ traffic committee report 
vas made by John M. Butler 
ly of Roberton Mfe. Co 
Vethods and material vere 
explored by W. H. Phelps of 
Sensation. G b Buske of 


Reo, and H. F. Engelking of 


tjolens Products. 


(,uest speakers were May 
vel M. Rabb. White House 
Aide, and Calvin D. Jonson 
of Sperry Rand Corp 


2. 1956 








“A Good Line to Handle” 


(RIFFIN 


HINGES 



















































Cat. #210197 
Template Butts, Dutton Tip 
with permanently attached [vx« wings 


kt 
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Builder's Special | 

Cat. 2540 


Wrought Steel Mutts 
('at. 2nw4AO 
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You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality and most im- 
portant the customers like the products.” 


Display them and you'll sell them—Griffin 
in 


Hinges _order by the carton... any 


selections your customers want. 


NEW VISIPAKS ~Order hy the 


carton of individual carded items 


GRIFFIN 


“since 1899" 


MANUFACTURING CO. 





ERIE, PA, 
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WOOD-TRIM 
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7 THER Wizapys 


If 


Flexible Wood 
selling like magic 
in free display case’”’ 


No wonder New Weldwood Flexible Wood-Trim has 
magic appeal: 


Do-it-yourselfers are hungry for a product like this 
flexible real wood veneer in handy rolls... for 
edging plywood and other woods (covers ugly edges)... 
for decorating countless things — coffee tables, picture 
frames, lamp shades, waste baskets, etc. Easy to apply to 
most any surface — even if it's curved or angled — using 
only a good wood glue like Weldwood® Contact Cement 
or Weldwood Presto-Set.” No heat, irons, press-boards, 
clamping, sawing, nailing. 


The free display case makes Wood-Trim sell-on-sight 
.a complete wood veneer department in just a foot- 
and-a-half of counter space. 


Display case free 
with terrific deal! 


Deal includes powerful “silent 
salesman” free with 46 assorted rolls 
of favorite woods — Oak, African 
Mahogany, Walnut, Birch, Fir, 
Sonora. Each roll 8 long, 1” wide, 
in transparent re-usable plastic case 
Order 


f rom your jobber 


FLEXIBLE 


Weldwood W 


UNITED STATES PLYWOOL 
World's Largest Plywood O 
Dept. HAS-4WT, 55 W. 44th Street, Ne 


*!l rademart 


oo Se a 
Weldwood’ | 
—Wizard — 

















News of the Trade 


MANUFACTURERS SALESMEN 


New appointments, new territories, etc. 


Hyde Mfg. Co., South- 
bridge, Mass., has appointed 
Wes Higgins sales represen- 





WES 


HIGGINS 


tative in Michigan. Mr. Hig- 
vyins has been a salesman in 
Michigan for the past 10 
years. 

v 


Wagner Mfg. Co., Sidney, 
Ohio, has Ron Schuster ser- 
vicing the New England 
states. Mr. Schuster had 
sales promotion man- 
ager for the past year. 


been 


v 


Mastic Tile Corp. of Amer- 
ica has appointed William A. 
Brabson its representative in 
Georgia. 


v 


Ray-O-Vac Co., Madison, 
Wis., has appointed Ted Uhl- 
man as Philadelphia, Pa., 
district sales manager. His 
territory covers Pennsyl- 
vania, New Jersey and Mary- 


| land. 
7 
Howe Scale Co., Rutland, 
Vt., has three new branch 
managers. A. R. Haskins 





is Chicago, Ill., branch man- 
ager. Robert N. Elliott heads 
the Cleveland, Ohio, branch. 
Russell A. Anderson has 
taken over the Minneapolis, 
Minn. branch. 


v 


Baltimore Brushes, Ine., 
Boston, Mass., has appointed 
William Harper representa- 
tive in Kansas, Missouri and 
Oklahoma, and H. M. Con- 


way representative in Texas. 
v 


Clemaon Brothers, Middle- 
town, N. Y., has appointed 
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toy W. Benedict northwest 
district sales manager. He 
will cover British Columbia, 


Oregon, Idaho 
Mr. Benedict 


Washington, 
and Montana. 
had vice-president of 
sales for Baker Co., Klamath 
Falls, Ore. 


heen 


v 


Salem, Ore., 
Charles  L. 
representative in 
Kansas, Nebraska, lowa and 
Missouri. He succeeds Frank 
Perkins who retired after 17 
with the firm. 
v 


Deming Co., 
2npointed 
sixle 


has 


years 


Pittsburgh Plate 
Co., Pittsburgh, Pa., has ap- 
pointed Robert Wardrop as 


Glass 


Detroit manager. He suc- 
ceeds A. J. Roche who relin- 
quished the post after 17 
years of service. Mr. Roche 


will continue in an advisory 
capacity. 

v 
Ufq. C'o.., 


has 


Panef Inc., Mil 
waukee, appointed 
C. Gerald Spray representa- 
tive the Mountain 


area, 


in tocky 
v 
Henry Diaston Div... H. K. 
Porter Co., Ine., Philadel 
phia, has appointed William 


H. Meiners and Lynn H. 
Minckler as Pacific North- 
west and Pacific Southwest 
district hardware sales man- 
agers respectively. Mr. Mein- 
ers had been sales manager 


Mr. Minck 
Disston general 


of Carlson Rules 
ler had been 


hardware representative on 
the West Coast 
v 

Rocku ell Mia. f 0 S Delta 


Pou eT Taol Din Pittsburgh, 


Pa., has appointed Kenneth 
C. Atkinson as Long Island 
district sales manager He 
had been assistant genera! 
manager of R. J. Atkinson, 
Inc., for 10 years 


v 
Fairbanka Co.. New York, 
has appointed John E. Bates 


as New England branch 
manager. Mr. Bates joined 
the company in 1945. 

v 
The Stanley Works. New 
Britain, Conn., has ap- 
pointed George ™M Schott 








San Francisco sales 
sentative for Stanley Elec- 
tric Tools Div., and Russel! 
A. Eichaker, Alan G. Sharp 
and Raymond J. Wedge as 
Midwest representa- 
tives for Stanley Hardware 
Div. 


sales 


v 
Pump &€& 


Lancaster 


Mfg. 


_— 


NEWS OF 


——News of the Trade 


repre- Co., Lancaster, Pa., has ap- 


pointed Howard Alsop rep- 

resentative in Georgia, 

North and South Carolina. 
v 


J. H. Williams & Co., Buf- 
falo, N. Y., has appointed 
Howard G. French represen- 
tative in Western Michigan 
and Northern Indiana. 


MANUFACTURERS AGENTS 


Williame & Co., 
Nashville, Tenn., manufac- 
turers’ representative, has 
appointed Leslie Reuther 
sales promotion manager. 
Mr. Reuther previously was 


Louisa 


associated with Holthouse & 
Hartup, and True Temper 
Corp. 

v 


Wrentham Co... Boston 
manufacturers’ represen- 
tative, will open a new Bos- 


ton office and warehouse at 
Massachusetts Ave. and 
Southampton St. about 


Sept. 1. 
v 


Brass Co.'s 


Bridge port 


Aerosol Div., Bridgeport, 
Conn., has appointed Glen 
Smyth Co., Dallas, Tex.., rep 
resentative in Texas, Louisi 
ana, Arkansas and Okla 
homa 


v 


(,aastrom-White & Co.. 


Inc., New York, N. Y., man 
ufacturers’ representative, is 
now represent ing KE ilbee 
Mfg. Co., Vineland, N J.° 
J. L. Bader & Co., Monti 
cello, Iowa, and Randy Tool 
Co., New York, N. Y.. in 
New England, New Y ork 
and northern New Jersey 
” 
Natco Products Corp 


Providence, R. I., has ap 
pointed Mfg Sales Co.., Dal! 


las, Tex., its representative 
in Texas and Oklahoma 
v 
Rerna Air King. Chicago, 


Ill., has appointed Ejichorn & 


Melchior. San 
Calif... its 
California 


France} co 


v 


Boyt ("a Des 
Iowa, has appointed 
M. Erickson, 
Minn., and L. M. 
Springfield, Mo., as 
facturers’ 


representative in 


Moines, 
Arthur 
Minneapolis, 
H ukriede, 
manu- 
representatives. 


Mr. Erickson will cover Min- 


nesota, Wisconsin, North 
and South Dakota. Mr. Huk 
riede will cover Missouri and 
Kansas. 
v 

Lebanon Chemical Corp., 
Lebanon, Pa., has appointed 
four manufacturers’ repre 
sentatives. They are Robert 
M. Byler & Associates, St. 
Mo., for Iowa, Kan 
Missouri and Nebraska: 
Estes Co., Dallas, Tex., for 
Oklahoma and Texas; L & 8S 
Memphis, Tenn., 
Alabama, Arkansas, 
Mississippi and 
Tennessee; and Leonard Pil! 


Louis, 


Sas, 


Sales 
for 


| ouisiana, 


Co., 


& Associates, Los Angeles, 
Calif., for Arizona, Califor 
nia and Nevada. 


v 


Frabill Mfg. Co., Milwau 
kee, Wis., has appointed 
Cameron & Tyrrell, Ltd., 
Willowdale, Ont., Canada, 
its representative in Canada 

v 


NV eu hia en Cloek A 
Watch Co., New Haven. 
Conn., appointed the 
Solomon Co., San 
Calif., its repre 
California, 
Washington and Oregon. 

v 


Parker Metal Decorating 
('o., Baltimore, Md., has ap 
pointed Golden-Davis Associ 
New York, 


representative in metropoli 
x 


has 
(‘harles 
b ranciseo, 


entative in 


ates, 
tan New 
New Jersey. 
v 
Sturdee Steel 
Ine., 
appointed 
representative 
Oklahoma 
v 
National Can Corp., Chi 
cago, Ill... has 
Yeager-Sleight Co., Port 


land, Ore., representatives in 


the Pacific Northwest. 
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N. Y., its 


York and northern 


Producta, 
los Angeles, Calif., has 
Ken Daniel its 
in Texas and 


appointed 



















Insure Customer Goodwill 
Feature Products with 


STEEL Disc Wheels 


: 


j 








Help your customers avoid wheel failure, assure them 
of top wheel performance. Specify wheeled products 
with wheel hubs made of st« el. Gleason Steel W heels 
are specified as original equipment on many fine 
products because they insure these benefits: — 


STRENGTH... 


Gleason Steel Wheels out-perform wheels 
made from other materials. No hidden 
flaws, no risk of failure due to tempera 
ture or humidity changes; no variables 
in impact strength resulting from aging 
or temperature changes 





, “> 
~~») fe - 
DURABILITY... ‘4 Ni 
. : , - ‘] 
Years of rugged service on hundreds of 4)l. 40/74 \\ jw 
wheeled products cannot be matched by raf | At 
’ 
simulated or accelerated laboratory tests. 7 / } p* / 
Gleason Steel Wheels are already dura- 


bility-tested and proved in the field. No 
better proof of performance can be 
claimed for any product 


BEAUTY... 


May be finished in an infinite variety of 
colors, 2- or 3-color combinations, to 
match or contrast color of equipment 
Gleason Steel Disc Wheels need no un 
sightly ribs or supports to add strength 


VERSATILITY... 
Gleason Standard Steel Disc Wheels are 


easily, economically adapted for power 
take-off, are used for drive wheels and 
other special PUryposes 





You don't gamble when you sell your customers mo 
hile equipment with steel disc wheels. You protect 
them from wheel failure. You win and hold their good 
will with wheels of proved performance — steel disc 
wheels with semi-pneumatic tires! 





bees: aqanemlneememeaie Sa ne Rr -. aes 
Steel's the Deal When You Choose a 

= | elle oe as be a 
Get the facts about the superiority of Gleason Stee! Disc 


Semi Preumatic Wheels the wheels which are standard 


equipment on many of the fine products youleature Write— 


GLEASON Cov orztion 


262 WN. 12th Street . Milwaukee 3, Wisconsin 
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Hardware Boosters Elects Officers 


oe 


Edward de Jongh, Skil Corp., 
Hardware Boosters of New York 





the 
In the photo, left to right, 


is the new president of 


are re< ently elected officers . PP. Grosnix k, Carborundum 
Corp., treasurer; Daniel Werth, Star Expansion Bolt Co., 
second vice-president; Stanley Palinski, Skil Corp., first vice 


president, lsadore Fischman, L. 


Mr 


retiring president 
dum Co., secretary 


Raybestos-Manhattan 
Of Canade Elects 2 


Kaybestos 
(Canada), Ltd., 
J. Stewart Munro as presi- 
dent and Douglas Pocock 
vice-president of 
ment sales. 

Mr. Munro succeeds 
ert Abbott who 
president 
is A 


Manhattan 

has elected 
AS 
repliace- 


tob 
retired as 
but is continuing 
director. Mr. Munro 
WAS assistant general man- 
ager and vice-president 

Mr. Pocock had been sales 


manager since 1940. 


Shears, Scissors Mfrs. 
Reelect B. C. Deuschle 


B. C. Deuschle, vice-presi- 
dent and general sales man- 
ager of Acme Shear Co., 
Bridgeport, Conn., and Acme 
Shear Co. of Ltd., 
was re-elected president of 
the Nationa! Assn. of Shears, 
Scissors & Manicure Imple 
ment Mfrs. for a third term 

C. L. F. Wieber, of Clauss 
Cutlery Corp. was elected 
first vice-president, and Nor- 
man F. Wiss Jr., of J. Wiss 
& Sons, was elected 
vice-president. 


(Canada, 


second 


Central States Club Has 
Over 100 at Golf Outing 


Central States Hardware 


Club held its 18th annual 
golf party and dinner re 
cently at Chevy Chase Coun 
try Club, Wheeling, Ill... with 


140 


attendance 


membe S if 
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Canter & Son, Philadelphia, 


de Jongh, and Dave kLmery, ( arborun 


Golf prize winners were 
. oo sergwendah!, Duteh 
frand Div., Johns-Manville 
(orp., low gross: Edward 
I uller, Nicholson ile Co., 
‘nd low gross: John Jewett. 
Gary Screw & Bolt Division, 
ird low gross, and Jack 
laubensee, Taubensee Stee! 
(‘o., 4th low gross 

low net winners were 


Howard Kenyon, Minnesota 
Mining & Mfg. Co.. 
ht Vose, Buffalo 

2nd low net: 
Pritzlaff 
Ssrd low 
(°. Anderson, 
Bolt 


low 
folt Divi 
William 
Hard 
net, and 
Gary Screw & 
Division, 4th low net 


net: 


iOni, 
(aughey, 


ware Co.. 


United Wallpaper, Sears 
Consolidation Planned 


('nited Wallpaper, Inc., 
and Sears, Roebuck & Co 
plan to consolidate their 
wallpaper and paint divi. 
storks 

Frederick B Heitkamp, 
(nited president, said the 
consolidation would permit 
economies in management, 
and distribution 

If stockholders approve the 
plan, R. E. Brooker, 
vice president, will become 
United chairman. 5S. U. 
Greenberg, manager of Sears 
plant, wallpaper and varnish 
divisions, will become United 
president. 


operat ions 


Sears 


Westinghouse Promotes 
4 in Appliance Div. 


Four promotions and new 


News of the Trade 


assignments have been made 
in the Westinghouse major 
appliance division. 

W. R. Arbuckle has been 
named manager of the re- 
frigerator - freezer depart- 
ment. F. A. Lowery will re- 
place Mr. Arbuckle as man- 
ager of the water heater and 
kitchen utilities department. 

Rk. P. Brook is the new 
manager of the range de- 
partment. He replaces R. M. 
jeatty who was promoted to 
the newly-created position of 
manager of utility sales. 


Autoyre Names New 
Merchandising Head 


New Yor! 
Harry Ed 


Co.. 


appointed 


Autoyre 


has 


DEALER BRIEFS: 





(Continued from page 93) 


has seven salespeople in th 


Dick 
sales manager. 


new store (‘ro by is 


Ana, Calif. John 
N. Galbraith recently opened 


Santa 


his new Town and Country 
fuilders Supply and Hard 
ware store on East Edinge: 
St. It was designed as a 


home handyman’s center 
featuring many do-it-your 
self 
and plumber’s 
featured 


specialties. Gardening 


supplies are 


sections 


Reuben 
Warn 
Mo 
the 
changes 


Cheybogan, Mich. 
Warns sold 
Hardware to Charles 
rish. The name 
No policy 
have been announced for the 
10-year old firm. Mr. Warns 
will enter the resort develop 
ment 


has his 


remains 


Same 


husiness. 


Raltimore, Md. 
Slavage Co's. 


The Balti 
Hard 
ware Fair has opened a new 
self service the 
Hillendale Shopping Center 
This is the sixth Hardware 
Fair store in the chain, now 
36 years old. A special open 
ne sale lasted week 
The 5000 sq ft 
ome 25,000 items, with build 
ing and plumbing materials, 
garden supplies, and marine 
equipment 


more 


store in 


one 


store stocks 


as featured lines 
Kan. 
Hardware recently 
opened its new store with a 
grand 


sales 


(C‘arbondals . Car 


bondale 
three - day opening. 
and 
prizes highlighted the event. 


Bargain door 





HARDWARE AGE, 


mondson merchandising 
director of the company. He 
will supervise the company’s 
marketing and 
program, 


as 


expanded 
merchandising 

Four 
tatives 


new Saies represenfn- 


were recently 

They 
New England 
tory; Clair Stevens, 
York: Don Sichel, 
California, Louis 
ia, Chicago, 


Red Devil Gift 


ted Devil Tools, Union, 
N. J., recently presented a 
twin-engine airplane to Cor- 
nell University as a gift. 
George L. Lee, president of 


Red Devil, is a 1927 graduate. 


ap- 


pointed. are James 
terri- 

New 
northern 


N 1¢0- 


f,alivin, 


and 


It) 


fe l, Iengelibrecht is the 
owner. 

Danbury, (_on Con- 
necticut Hardware & Mill 
Supply has opened its new 
tore on Route 7. The store 

of modern design, with 
X500 sq ft. Co-owners are 
M. K. Langner, and Jerry 
and Louis Ginsberg. 


The new 
Hamilton Hard- 
ware recently held a 
two-day opening event which 


Kenton. Tenn. 
Freeman & 


tore 


featured prizes and especial- 


ly priced items. Farm, gar- 


sporting goods 


featured. 


den, and 


ections are 


Mr. and 
Steege, who 

the Silka’s 
Hardware Hazleton, 
remodeled the building 
and enlarged it about 40 
ft. The new business opened 


Oelwein, lowa 
Virs Victor 
recently bought 
store at 
have 
by 


Aug. 1 under the name of 

Steegve Hardware 
Ceorgetown, Del. tsriggs 

Hardware Co. recently held 


grand opening 
door prizes, 
priced 
draw 


a two-day 
event with gifts, 
many especially 
advertised to 
John L Briggs is the 
rhe ) 
Bryan 


and 

items 
traffic 
owner 


William 


manager is 


Katherville, lowa The 30 
vear old K and K Hardware 
tore has been sold by S. Ww, 
Kileore to Harlan Hubacher. 
of the firm 18 
Hardware. Mr 


name 


Hubacher 


+ 
YOwW 


Hubacher is a hardware 
veteran, having served with 
Curryv’s and Coast-to-Coast 


at Mason City, and, formerly, 


as a wholesale hardware 


salesman 
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L. M. Jessen Promoted 
At M-W Home Office 


M. has 
been promoted to home office 
division 


Lawrence Jessen 


merchandise 


man- 
ager of tools, power tools 
and heavy hardware of the 


Marshall-Wells 
Duluth, 
cording to G. V. 
aent. 
As 


manager. 


Co.. whole 
Minn » ac 
Mead. pres 


saler at 


division merchandise 
Mr. Jessen 
Arthur (¢ 

vice-president 


works 
N odine, 
general! 
manager of the 


unde? 
nyt d 


merchandise 


oirm 

Mr Jessen. with M-W 
since 1945. formerly erved 
i too! and power tools 
branch mere handiser In the 
company’ Portland (Ore.) 


branch 


Clopay Buys Closures 
Clopay Cor ma. 4 


Ohio, has acquired Clo 


ures, 
Ine., Detroit. Mich . manu 
facturer of folding doo 


and flexible wall - 
Was 


The 
the first 
step in a program of diversi 
fication 


described as 


through acquisition 


OBITU 


Paul C. Nicholson 


Pau! (" Nich i 
man of the poard o 
on File Co., 


I., died at hi 


chair 


f Ni nol 


ori, 


Providence 


nome on 





PAUL ¢ NICHOLSON 

2e Hie joined the firm in 
1911 and worked in the 
vVariou department of the 
Providence plant lie was 
elected a director in 1912, 

ce-president in 1915, an 
treas uUureéy irl LULD. Mii 
Nicholson was elected presi 


dent and general manager in 
| to 


ard in 


1939. Upon hi election 
cenairman (y] the ry 
1952. Mr. Nichol 


‘ eeded As 


‘on Wa suc 


pres ient ryy h 


HARDWARE AGE, 


incinnati, 


move 


* 
ave 


June 


AL GUST 2. 


Black 


manay 


& 


ers 


attended 


KR. G 
Decke 


~ 


sales 


Representatives from the company & 
Meeting was called ~‘ Jperation Snowball 


Decker 


year with a three-day sales meeting of regional 


News of the Trade 


Black & Decker Prepares For Christmas Rash Early 


Mi Md 


( o 





cae 


ad 
, ee 


lowson, Md , began ite (Christmas promotional planning early this 


liorner, vice president in charge of sales planning | 


r, Jr, 


paulding, 


executive vice president 


manaye 


r; A 


dustrial automotive 


ARIES 


(Ti. 


on, Paul ( 
Mir Nichol 
third of four 


his 


company 


Edson L. Warner, Jr. 


Kdson 


esident 


Vice pt 
ot pul 
( 0 


aier, 


(,eneral! 


follow! 


ne 


ni 


familys 


t 


W arner, 


Detroit 


died 


I 
ny 
Mr 


lo 


“a 


pital 


N i hol 


Sr 


ul 


division 


Oi, 


veneration 


Oo manage 


and 


of 


at 


on 


vice president and veneral sales manayet 


ck, 


vice-premdent in 


R. D. Black, 


1. = 


cnarve 


sales manager. 
a member of the Nationa! 
Wholesale Hardware Asan 
“vt (] iu membet! of tne nn 
ly tional group of Purchasing 


tne 


of 


the 


D i, 
director 
Buh) 
( Mich. }, 


Sons 


whole 


July 


three-month 


Warner 


had 





EDSON L. WARNER 


U“ it} 


had 


rectors 


1956 


sun 


peer 


¢ 


| for 35 years 
ir) the board of 
or 11 years. He 


Wyandotte 
16 


it] 


heen 


He 


di 


Was 


\vent \ rn 
Harold D. North 
Hiarold Ll). North, 72, echalt 


of the hoard and former 


mati 

president of Ferry Cap & 
Set Screw Co., Cleveland 
Ohio. died suddenly on June 
> With the company since 
1907, one year after it 
organization by his fathe) 
W ( North, and Thomas 
Ferry. Mr. North was elected 
pre ident n 104] Last veal 
he was elected chairman of 
the board 


Walter G. Yeates, Jr. 
Walter G. Yeates, Jr., 47, 
president of Retatl 
Hardware Assn Philade! 
(Pa.), and former part 
Reber-Yeates 
of the same 
h| 


after a 


the 
of 
phia 
ney the 
liardw 
; 


CiLy died at 


June 24 


Willis W. Mastin 
WW Viastin 
of a Daweor lowa, 
died sud 
He had 

neart aliment 


tne 


are Lore 


home on 


7 
long iline 


hard 
ieniy on 
suffered 
Mr 
Dawson 


Hie wa 


Hnoug ’ 


ey* ‘ 
tore Tive Yea? AaYVO 


president and chairman ot board 
b ehsenteld, 


ot produ tion 


operator 


managers and hardware division district 
Canadian and Mexican subsidiaries also 
Officers are (front row from left): 
Hardesty treasurer; A. G 


hardware division 


and A. 5S. Boehm, in 


a candidate for mavol of 


that city in LUD 
Martin A. Baarck 
Viartin \ Haarck. H4 


Vount 


foundey? of the 

Clemens Vich.. Hardware 
(‘o.. died on June 20 lie 
founded The Company in 
1935, and had erved «as 
npresident ince that time 


W. H. Meier 
WH. Meier, 82. owner of 


it nardware ‘tore in he | 
Louis, Mo., for over half a 
century died at St louis’ 
DePaul Hospital on june 

had retired from the 


lle 
yi ine i! 1454 
F. Deming 
kranktin 


of Deming 


Du 
H. 
ay ming 


Hard 


lHioward 


oo. ownel 
ware Co.. Vanderbilt, Mich 
died on June 9. He had held 
town and county office 
Elmer East 

kimer hast, #1, a 40-yea! 
retail hardware veteran 
died at hi home in Ande 


Ind.. on May 27 


E. C. Hofferkamp 

hdw df hHofferkam| 
o-founde Hoffe: 
Hardw tore a¥t 


‘pringfield, |! 


oni, 


af 
of the 


are 


Pa ‘ 


) 
Kap 
many yea 
1} 


ago, died on June 
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HENRY A. HOEYNCK 
started his hardware ca- 
reer with the old Simmons 
Hardware Co. in St. Louis 
on May 6, 1906. After 
serving as errand boy and 
in the warehouse, he be- 
came a salesman and then 
was placed in charge of 
inventory control within 
the merchandising depart- 
ment. In 1985 Mr. Hoeynck 
was made executive vice- 
president of Simmons, act- 
ing as general manager in charge of warehouse, 
sales, and merchandising. When Shapleigh Hard. 
ware Co. bought Simmons in 1940, he became 
active in the buying department. In 1946 he was 
appointed vice-president in charge of the buying 
department. Mr. Hoeynck was placed in charge 
of the newly organized merchandising division 
on April 2, 1956. Mr. Hoeynck has three sons, 
two daughters, and nine grandchildren. Mr. 
Hoeynck’s hobbies were golf and bowling, and 
he now concentrates on fishing. 
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CORNELIUS W. STERN 
joined the Geo. Worthing- 
ton Co., Cleveland, Ohio, 
on April 14, 1906, at the 
age of 14. After five years 
of training in various de- 
partments, he was as- 
signed to the builders’ 
hardware department. He 
began calling on archi- 
tects and general contrac- 
tors in 1913. In 1947 Mr. 
Stern became assistant to 
the manager of the build- 
ers’ hardware department, a position he still holds. 
A native of Cleveland, Mr. Stern was a musician 
and an athlete in his early days. He played in sev- 
eral dance bands and also played baseball and 
basketball in Cleveland amateur leagues. His hob- 
by today is his work in builders’ hardware. 





WILLIAM RAETHER 
who is an assistant in the 
sales department at John 
Pritzliaff Hardware Co., 
Milwaukee, Wis., started 
with the firm as an office 
boy in 1905. In time he be- 
came a sales representa- 
tive. He travelled in the 
various territories from 
1914 to 1922. Then Mr. 
Raether was called in to 
the company’s office as an 





assistant to the general 
sales manager, a position he still holds. 


QO. A. SMITH was still a 
boy when he started work 
for Wright & Wilhelmy 
Co., Omaha, Neb., in 1906. 
His first job was running 
orders to the various de- 
partments in the ware- 
house. Today he is an ac- 
tive buyer and director of 
the company. Mr. Smith 
worked his way through 
many positions with 
Wright & Wilhelmy, among 
them office price clerk and 
buyer of paint and housewares. He was elected a 
director of the firm in 1953. 
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G-E Super De luxe Heater 
Only §3725 


Heats two ways—penetrating radiant heat plus comforting 
fan-forced heat. ‘Two separate heat levels — 1320 — 1650 watts. 
Automatic thermostat. Completely portable safety engi- 
neered — built-in mercury switch shuts off heater if upset. 
Signal light glows when heater is on. Adjustable—the ulti- 


mate in heating comfort by General Electric. 


MODEL H-9 


G-E Automatic Heater 
Only $1725" 


Designed for added power. Compact but does a giant heating 
job—more effective than many heaters twice its size. Grill 
guard protects children and pets. Convenient handle for 
easy portability. 


% Manufacturer's recommended retail 
or Fair Trade price. Automatic Blan- 


MODEL H-2 


big and beautiful 
feel’ Automatic cut-off switch if overturned 


tone color blends with any deco 


Now! From General Electric—a 
full new line of automatic heaters 






Brand-new! G-E De Iiuxe All-Around Heater 
$ 95" 
Only *248s 
‘Turns itself OFF and ON as temperature rises or drops. It's 
with lan powered heat customers really 
Hiandsome two- 


1320-watt heat unit. 


MOOEL -1 





Progress /s Our Most /mportant Product 


ket and Fan Dept., General Electric ( i T 
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How's the Hardware Business? 





May Hardware Store 
Sales Break Record 

Sales in retail hardware stores 
during May were $266 million, the 
Department of Commerce reports. 
This is $20 million, or 8.13 percent 
higher than May, 1955, sales. It 
represents an all-time high for the 
month, 

Sales for the first five months 
of 1956 were $1.046 billion against 
$1 billion for the same time last 
year. This is a gain of 4.6 percent. 

Seasonally unadjusted estimates 
for the last three years are: 

(millions of dollars) 
1956 1955 1954 


January 1765 170 165 
February i171 160 172 
March 207 196 196 
April 227 228 221 
May 266 246 229 
Five month total 1,046 1,000 983 
June 242 232 
July 238 233 
Auguat 237 216 
September 251 230 
October 259 243 
November 244 246 
December 17 319 

Total 2,788 $2,702 


Wholesalers’ Opinion 
On "10 Only” Name 


(Continued from page 14) 


warehouse costs, he said, that a 
must inevitably give 
preference to the supplier with the 
most 


wholesaler 


suitable package, assuming 
ail other factors to be equal. 

There were also a number of dis- 
tributors who reported that they 
were in the midst of converting to 
the use of such terms as 10 ea, 10 
ea aaats, ete. 

The wider use of IBM equipment, 
which will not accommodate frac- 
tions, Was another reason cited for 
the use of 10 only, ete. 

One eastern distributor reported 
that his company was completely 
satisfied with the use of unit 
pricing in their catalog, a project 
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that they went into two years ago. 
This method, he said, has reduced 
errors and has speeded up exten- 
siOns, 

Another advantage of the sing!e 
or only price, he said, is that 
a dealer can simply add, in most 
cases, 50 percent in the dealer unit 
cost and come up with a fair retail 
selling price. 

One of the most frequently cited 
objections to a name for a 10-unit 
pack was that it might place too 
much emphasis on packages of 10 
items. 

While 10 items in a pack might 
be suitable for some products, tit 
was pointed out, it might be too 
little or too much for another. The 
best packing unit for an item can 
be determined only by a careful 
study of the selling pattern of that 
item. The number 10 was by no 
means an ideal quantity, it was 


stressed. 


"10 Only” Is Selected 
As Best 10 Pack Name 


(C‘ontinued from page 14) 


HARD- 
AGE suggested the name ten- 


name for the 10-unit pack. 
WAKI 
pak as a guide to the type of name 
that might be suitable. 

Since neither of the first or sec 
ond choices of the judges were sug- 
yested by readers, HARDWARE AGE 
is donating the $25 to the Nationa! 
Cancer Fund in the name of the 
“Hardware Industry.” 

The voting by the judges, on a 


point system, gave the following 
results: 

10 only 16 points 
Tenpak 21 pointa 
X pak ll points 
Tens 9 points 


sig Ten ) 6 points 
Other suggestions that received 
Tenin, 
Tenths, Tenbox, Tens and Pakoten. 

The interest in a 


more than one point were: 


name for a 
10-unit pack was sparked by the 
letter of a wholesaler to HARDWARE 
AGE asking for suggestions for a 
term that would be generally ac- 





ceptable to retailers, wholesalers 
and manufacturers 

HARDWARE AGE felt that its read- 
ers would have some views on this 
ubject and asked for recommenda- 
tions. More than 100 different 
names were suggested. In many 
instances the same name was oOl- 
fered by three and four persons. 

All these names were listed on 
a ballot and submitted to a group 
of outstanding hardwaremen who 
were asked to indicate their first, 
econd and third choices. The re- 
sults of this balloting were given 
previously in this article. 

Since no individual reader had 
qualified for the $25, HARDWARE 
AGE felt that it would meet with 
approval of those who submitted 
names if the $25 were donated to 
a good cause in the name of the 
hardware industry 

The views of some of the judges 
on the use of trade terms for such 
things as the 10-unit package are 
given in an accompanying article 
on page 14, 


Department Store Sales 
Show Gain of 3 Percent 


Sales in the nation’s department 


stores for the week ended July ri 
were 5 percent ahead of the same 
period in 1955, the Federal Reserve 
Board reports. Since the start of 
the year sales are 4 percent ahead 
of 1955 

A breakdown by Federal Reserve 
districts follows 


} | i) wk ; las 
) j j 
| (aw) ; 
New Yor 4 
j adel ‘ , 
ela 
Kichma ) 
arita 
(Chica 
“Tt; i 
Ml ’ 
h Th 
1} a® 
ra 
t ~ | ; 


Hardware Wholesalers’ 
Sales Up 7 Percent in May 
Sales by hardware wholesalers in 
May were 7 percent higher than in 
April, the Census Bureau reports. 
Sales for the month were also 7 
percent higher than for May, 1955. 
The Census Bureau reports that 
in the first five months of 1956, 
sales by hardware wholesalers have 
been running & percent ahead of 


the corresponding 1955 period, 
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Shapleigh Fall Mailer 
Is Available to Dealers 


A fall sales program is now 


available to dealers from Shap 
leigh Hardware Co., wholesaler of 
St. Louis. 


will colored 


Dealers 
four-page 


recelve a 
hewspaper-size direct 


with the deale 


sTore 


mail piece 





DEALER IMPRINT 


SENSATIONAL. 


ay: Pus 


NESNOG. this 





Sale Only 








(@ceerer 
Praeree 


oumaeee 
oO; 
' 
on tt eaten  @ 


address imprinted. The 


name and 


mailer covers items in housewares, 


hardware, sporting goods, tools 


and supplies. Eighty-five specials 
are included. 
Also avallable are dealer news 


paper mats, radio scripts and a 
137-piece store display kit. The kit 
contains window streamers, win- 


dow spots, double pennants, Val 


ances and price cards 


Belknap Prepares Toy 
Catalog, Fall Circular 


Two consumer mailers, a Christ 
mas toy booklet and a fall con- 
umer circular, have been pre 
pared by Beiknap Hardware & 


Mfg ('o.. 
kK \ 
| he i paye 


wholesaler at Louisville. 


book 


priced from 


full-color toy 


let contains 180 toys, 
» | up The 


‘Ts Dor 


selection of LOVS CON 
sand giris of all ayes 
The &8-page consumer circular 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 














covers 117 


| tabloid size and 


items, most of which are specially 


priced. Dealer profit margins on 


the items are protected. 


Fall Consumer Circular 
Offered by Tracy-Wells 


Dealers are offered 90 fall sale 


items in a four-page consume! 
circular prepared by Tracy-Wells 
(o., Wholesaler at Columbus, Ohio 

The colorful broadside has room 


for dealer name imprints 


It features winter hardware and 
housewares needs, with special 


empnasis on sporting yoods N@at 
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ARE STEADY 
PROFIT BUILDERS 


Complete assortments of 
Premax House Numbers 
on your counter add up 
to regular daily profit 
figures. Stamped and em 
bossed brass or aluminum 
ina variety of attractive 
legible atyles and frames 


Counter display assort- 
ments now available. Ask 
your jobber or write: 


PREMAX PRODUCTS 


Div. Chisholm-fyder Coe.. inc 
5665 Highland Ave., 


Niegera Falls, N. Y 





Ps 


' 
_ “Since 1868° 





SPRAYERS- 


"CHOICE for Quality the World Over 
FOR 70 YEARS'' 


SMITH Evergreen Hose Sprayers 





; 
Designed | jive best ¢ bie I 
properiy mixed materidis, padianced dis 
tribution and greater and taster cover! 
age. Nylon Automatic Mixer b 
rect [ ons Non clogging opening 


Sprayer 
prayer 


(Garden Hose 


Lawn Hose 


sprays gals 
sprays 20 gals. Very 


popular Many other styles and sizes. 
PRICES ALLOW ATTRACTIVE MARKUP 









D. B. SMITH A CO. tend | 


426 Main $1, Utica 2, WY for 
“Originators of Sprayers” Cataleg 

Cenedion Rep. G. 1. Cohoon 
1265 Stenley $1., Mentree! 7, Caonede 







































| 
\| 


Mere s the cord, here's the put up thats 
pertect tor your drapery cord home 
‘ replacement morket ‘ts @ real volve 
| on aot! around top grade tord thats 
good look ng, tough, herd braided ond 
4 smoot ly finished | 
Sin SO tellophaone wrapped cor: of 
No 3's cord w eye tc? ) Se ‘j 
Gisplay bes All standard drapery cord 


«colors 


Ask your jobber 


King Coffon CORDAGE 
¥ ea 


) sonn SB, OR ARAM a co. 


ere wt w roer s va 




















New Merchandising Ideas 
wigs, for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 
Self-Service Salesmanship 10¢ ea. 
Selling in a self-service store re- 
gy a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 
order copies from 
Eidtorial Reprint Service 


HARDWARE AGE 


Chestaut & Séth Sts., Phila. 39, Pa. 


Cath must accompany order 

















Bricklayer - Mason Tools 
By FREDERICK 








ee, JOINTER $1.00 
SLED 

Fe) RUNNER =—s $2.00 
. * TUCK 


THE PREDERICK MPG. CO. 
ELKHART, IND. 


















New Wholesalers’ Aids for Dealers’ Use 
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all items featured are at reduced 
prices, with competitive prices 
shown. 


For dealer promotional use, the 
circular is backed by a 161 piece kit 
includes window streamers, 
double pennants, and price cards. 


which 


> 

Christmas Trim Offered 
By Kelley-How-Thomson 

A 135-piece Christmas store trim 
kit is available to dealers from 
Kelley-How-Thomson, wholesaler 
at Duluth, for $2.98. 

The kit contains 10 banners in 
two sizes, 100 price cards and 25 














(Continued ) 


assorted pennants in red, blue, 
black and white. A free ad mat is 
included. 

The firm recently sent out a van 
load of toys for showings to deal- 
the Kelley-How-Thomson 


The tour in six cities pre- 


ers in 
Area 
ceded the toy show in the firm’s 
main office in Duluth. 


Cotter & Co. Preparing 
Consumer Yule Catalog 


Cotter & Co., dealer - owned 
wholesaler of Chicago, is preparing 
four-color consumer 
items in 


and hardware gifts for Christ- 


a 40-page 
catalog covering leading 
toys 
mas merchandising. 

The catalog, which is to be avail- 
able to V & S dealers, 
as Santa’s Preview. Cotter person- 
nel prepared the booklet 
expected to have a 
750,000 copies. 

The 
with 


will be known 


which is 
of 


circulation 


program will be completed 


store banners, window 


streamers and decorative material 
combined with newspaper mats and 


a doll lay-away program. 


Franklin Distributes 
Four-Page Summer Flyer 

Franklin Hardware & Supply 
Co., dealer-owned wholesaler at 
Philadelphia, distributed to 
its members a four-page 8'4x11 in. 
flyer featuring 40 
sonal items such as picnic goods 
and fans. 

The flyer calls for a nine-day 
sale starting on a Thursday and 
ending the following Saturday, to 
stimulate during any slow 
season. The flyer is backed up by 
a display kit. 


has 


summer sea- 


sales 


Business Failures Up 

failures in the week 
ended July 12 rose to 251 from the 
208 reported the week before, ac- 
cording to Dun & Bradstreet, Inc. 
This compared with 224 during the 
same week of 1955 and 226 in 1954. 


Business 
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Tie-In Window Displays 
Offered As Sales Booster 


Increased through  well- 
tne 


purchase 


sales 


dressed windows is aim of a 


new point-of tie-in pro- 
Window Dis- 
Inc., cooperating with Popu- 


Mechanics magazine. 


motion developed by 
plays, 
lar 

Window Displays de and 
builds special window displays for 
then 
installs 


The 


SiZTis 


hardware stores, rents them 


to retailers and them in 
their windows 
$15 for the service 
the of the equipment 
and trimming of the window. Each 
left in the for 


three weeks and displays only mer- 


retailer pays 


which includes 


use display 


window is store 


chandise advertised in Popular 


Mechanics and stocked bv the re- 
tailer. 
Each manufacturer whose prod- 


ucts are displayed in a window pays 


a small sum for the service 


Six different window displays 
are in production. Each window 
makes use of colors and contains 
either flashing lights or some type 
of animation. Each window has 
a theme dealing with the do-it- 


yourself movement, home improve- 
ment or the value of nationally- 
advertised brand name merchan- 


hooklets 
by Popular Mechanics are included. 


dise. Giveaway supplied 


So far, 39 manufacturers have 
signed up for the plan 

The plan was given a trial in 
the Chicago area where many deal- 


ers interested (one 


were 
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dealer 


said the display resulted in in- 
creased sales of tools. Another 
said it increased store traffic. 


Billy and Ruth Contest 
Offers Dealer Tie-Ins 
Dealers can tie in with the 1956 
Billy and Ruth Contest by promot- 
the locally with 


materials and ideas supplied in the 


Ing contest 


new Billy and Ruth kit. 

The toy promotion features two 
grand prizes of expense-paid trips 
to an Arizona dude ranch, and 
10,000 other prizes. 

Dealers may promote the contest 
as their own. Billy and Ruth head- 
quarters will handle the entries 
before turning them over to a 


judging firm. Prizes will be sent 


to dealers for distribution. 


Contestants will choose, trace 
and color one of 22 toys in the 
1956 book. The contest will be 


judged on neatness, originality of 


presentation, and coloring. 


The Billy and Ruth toy line is 
being demonstrated on television 
in Indiana five days a week fo 


Kipp Brothers, wholesaler of 


Indianapolis. Forty seconds of each 


commercial is used to demonstrate 
an individual toy and 20 seconds 
is used to list the names and 


and Ruth dealers 


addresses of Billy 


in the area. Kipp Brothers plans 
to increase the number of tele 
vision commercials in the fall 
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with this TRANSPARENT 


PAT 


® EVYE-APPEALING 
© BUY-APPEALING 
© PREPRICED 2 FOR 15 





Step up unit sales with the self-serv- 
ice “Can't-Miss’ 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 











McGILL METAL PRODUCTS CO 


MAREN G O 


iLi-iIiNgts 


DISPLAY REVIVA 
— it sells on sight 







DOES 
WHAT 
it SAYS? 







REMOVES — stubborn surface spots. 
CLEANS — dirt and grime. 

POLISHES — to high dry lustre, 
minor scratches. Triple-action tonic for marred 
furniture — For Varnished, Shellacked or 


Lacquered surfaces — 
All in One Bottle! 
Keep a@ stock on hand; 
it's elways in demend. 

Nationally advertised. #)) 
Retails at: 

$1.50 half pt.— $2.00 pt. — $3.00 at. 
Pocked | dozen te carton. Trade discount 40% 
F.0O.8.—Factory: Long island City, 4. 
JACKSON OF LONDON PRODUCTS 


123 West 57th Street + New York 19, N.Y. 


covering 


Hume i] tap 
Ee 


* Ovi TU 
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Classified Opportunities Section 


CLASSIFIED ADVERTISING RATES 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid. maximum SO words $5 00 
Each additional word 10 
Positions Wanted 
| metas Rate) set solid, maximum 
words $2.00 


Each additional word 0% 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°/, discount allowed for 4 of more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers uniess accompanied by 
sufficient postage for remailing 


No agency commission allowed 


HARDWARE AGE is published every other 
Thursday Classified forms ciose {5 days 
prior to publication date 


Remittance must 
of check or 
stamps 


form 
not currency or 


accompany order in 
money order, 











Representatives Wanted 


Representatives Wanted 


(Representatives Wanted 








( 





WANTED 


MANUFACTURER'S SALES 
REPRESENTATIVE 


to take over the exclusive sales 
of fiberglass (insect) screening 
to be sold to hardware whole- 
salers. 


Excellent opportunity for a 
hard hitting selling organiza- 
tion, who are qualified and 
calling on such trade through- 
out the country. 


Apply Soule Mill, Nash 
Road, New Bedford, Mass., 
attention: Mr. Joseph A. 
Dancewicz, Wyman 6-8266. 


AGENTS WANTED 


Sweden's oldest and biggest knife factory wants 
agents in all States of U.S.A. for genuine Swedish 
steel cutlery (for household, butchers, and cooks). 
Among our articles we have one of the most sold 
kitchen knife in Europe and our knives are exported 
to 50 countries. We would like to have small 
aggressive sales firms as agents, who could concen- 
trate on one or two States each. The agents will 
be guaranteed a sole representation in their dis- 
tricts. Every agent must be able to keep a small 
stock for fast deliveries and guarantee a minimum 
turnover for each year. 
Address Box H-27, care of HARDWARE AGE 
Chestnut & Séth Sts., Philadelphia 39, Pa 








AGGRESSIVE AGENTS WANTED 
BY NATIONALLY KNOWN 
MANUFACTURER 


to sell a complete line of Plastic Garden 
Hose, Triple Tube Soaker and Underground 
Sprinkler Kit 

In reply, tell us about yourself; include spe 
cific area covered; lines now handled, etc. 


Address Gox H-23. care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39. Pa 


ae 

















SALES REPRESENTATIVES 
WANTED 


One of the oldest and best established man 
ufacturers of a complete line of rotary 
tillers, garden tractors and attachments has 
choice territories open in the East, Midwest 
and Southwest for commission men calling 
on retail dealers. Write complete details 
about yourself, including experience, terri 
tory covered and present lines carried to: 


THE MIDLAND CO. 


Box 506, South Milwaukee, Wisc. 








BUDGET PRICED PAINT LINE OPEN 


WE OFFER: The outstanding tine in Promotional 
paim Pretected territery Liberal Commissions 
Progressive, aggressive management 

wt Sten aperienced men for established terri 
tories in New England and Mid-Atlantic States. on 
full time basis. Many partially established territories 
(East of Mississiogi) open on sideline basis 


PROCTOR PAINT MFG. CO., YONKERS, WEW YORK 


JOSEPH A. MARKELL. President 

















MANUFACTURERS REPRESENTATIVE FOR 
Migh quality, competitively priced Guwitders Cabinet 
Hardware tine Grewing Weet Coast Manufacturer 
Ce. hes openings in 


NEW ENGLAND NEW MEXKICO NERRASKA 
ALABAMA COLORADO MINNESOTA 
MISSISGIFPFI WYOMING (OWA 
MISSOURI MONTANA wWiSCONSBIN 
KANSAS NORTH DAKOTA ILLINOIS 
ARIZONA SBOUTH DAKOTA (NDIANA 


Write giving details of tines mow carried. exact terri 
tery eovered and type of accounts called on 
Address Geox H-t. care of HARDWARE AGE 





SALESMAN FOR CHICAGO AREA 


Established builders’ hardware manufacturer will 
have this excellent territory opened for an experi- 
enced builders’ hardware man. Teil us about your 
background and other particulars in a tetter 
Present representative and our other men know this 
ad wit! appear 


Address Geox H-t7, care of HARDWARE AGE 





Chestnut & 56th Streets, Philadeiphia 39, Pa 











Chestnut & 6th Ste. PRilade shia 39. Pa 





rORGELD HAND Pent REVRESENTA 
rivi WANTED to | line of 

id chisel star drills row bas stilk wy tools 
ets ! piumMmine supp tytve ' nnecticut 
New fi mid Pennevivania: to aut tive sup 
ply houses throughout the east; to hardware deal 
ere tnot obbers) upstate New York, western 
Pennsylvania and (hic; and t ‘ tj ieee. Ad 
dress: Tox H.5, care of Hakuowase Ace, © bestnut 


A th Ste, Philadelphia 39, Pa 
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L\LESMAN WANTED FOR NATIONALLY 
LUNVERTISEL PEAT COMPANY to carry and 
ell 1 rhe rhe oniy ( ommissiot piu SaAiary 
le il ’ irdware wat let suppry jobbers, and 
nurs trace lilinwe, indiana and nsin 
llease tate " scliing backge? mat ina letaiis 

Wil irrange personal interview Ad 
Hox j care of bias WARE AGH ( hest 
| & ' “1 Philadelphia SY, Pa 
EACLUSIVE PROTECTED TERRITORIES 
i nationally distributed unique water re 
' bing epecialty tem i ,KARed Tor 
¢ supply houses, hardw t 
af iiie? { nig che | ri sci 
! : t call Addr« Rox care 
bi aR : Ace ( heats t & fyt st I’hila 





EXPERIENCED SALESMEN 
Wanted for STRIP-0 


The Screwdriver That Strips Wire 


Prefer salesmen calling on retail hard. 
ware, electrical supply, general, variety 


stores, tumber yards, etc, item being 
nationally advertised. This too! will sell 
on sight. Commission 20% on all orders 


taken from retailers. Write giving lines 
now handied and territory covered. 


WIRE STRIPPER TOOLS, Inc. 
Glen Head New York 








AGENTS WANTED 


10% Commission, any territory east of the 
Mississippi. Newly patented taucet. 5Stops 
drip in seconds without shutting off auxili- 
ary valves. No need for tools when repilac- 
ing washers 


Address Box H-i3. care of HAROWARE AGE 
Ohestnut & 56th Streets, Philadeiphia 6, Pa 











IMPURTERS AND DISTRIBUTORS OF 
SCREW PRODUCTS, tools, builder hardware 
ind ther Aities RAVe sSeVeTaA territories ope 
for exe ‘ representation ’ i MTS 

Ven with following amone out 
[ ‘) ter are pu " f n 
imitiy i Address ! ‘ ‘ 
bt ARD WARE \or ( hestr t & 
phia ; l’a 

KEVRESENTATIV I WANTED FOR 
VAINT BRUSH MANUFACTURER, Protects 
j rxcellent pportunit rie n 

' irdwa paint im’ 

All west ist 
Mi North I W M r 
VW tu t Ad H ii 
f Hiampwaee Ace, ¢f t t & 
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Classified Opportunities Section 


Representatives Wanted Accounts Wanted Accounts Wanted 











PAINT BRUSH SALESMEN MANUFACTURERS | | STOP! LOOK! —READ!! 


t paint br 48 Open Lerr! Betablished mas s organization ¢ . 
sling em Deiat. hardwe . a. ” inden. Warehouse and sell your goods in the lucra ne Gemsertans esveves: Hilinots, Indiana, Wiseor 
7 p ~ : =a ~ : ~ mid " ‘ " " ware indus i thal 
ls, Protected les. Esta ed business. Will tive Delaware Valley area. Our experienced = ot Pera A in dion ae 
: ‘ ) (ie Side nie al " ’ act ere agent ‘ \ 
Address Geox 615, care of HARDWARE AGE sales statf based at our 20,000 $q ft , . . 


Address Bou F.! eare of HARDWARE AGE 
Chestnut & Wth Sts Phitadeiphia 9. Pa 


Chestnut & Séth Streets, Philadelphia 39, Pa Philadelphia warehouse will eliminate your 


freight and account headaches. We will 
REPRESENTATIO VANTED sae sell, deliver, invoice, and carry all accounts 




















w Ope gh All outlets for your product will be covered 
Only established lines in Hardware, Tools 










































































t Desir« y on 
hardware tra ' Housewares and related fields will be con Help Wanted 
; ‘ sidered 
{,-4 rLAR An ." tl Address Geox H-2!1, care of HARDWARE AGE 
ts, | : | Chestnut & Séth Sts, Philadephia 30. Pa PAINT BRUSH SALESMEN 
WHOT! : } i} ; | . ()} ’ " ’ " fa ror wit ' vert 
MBING SPECIALTII We , se, teember Geatess end tenes 
. : ) ATTENTION MANUFACTURERS aaade ' ih anal 
’ " le ‘ ‘ ' erate 
tistact \A ' ‘ , i am ) manufacturer's representative who is , wind Atlanta , mi se 
bats hungry for money, calling on large hardware, variety 
T jobbers, department stores, building supply trades Address Gow G-i eare of HARDWARE AGE 
\ and other large accounts doing volume business in Chestnut « 56th Streets, Philadeiphia 0. Pa 
i] \ ( heat Michigan and Ohio 
\ f ' | } | am interested in representing one topnotch line IMITED OPPORTUNIT 
or tines on exclusive basis only by major manu Ht a 6 as \A 
facturer whe is interested in same j , . 
DUOR CL | KEP I “A , ive a ew 
Young honest and ambitious As for experience ' 
‘ a ’ and aggressiveness in PROMOTING TOP VOLUME ‘ ‘ ‘ 
“4 : vase FOR YOU only my vast experience of selling to the | poten 
\ ‘) ‘ ; | 
retail wholesale md = manufacturing trades can b ' open . 
a i “A | } speak tor me | . 
W, i a These are some of my qualifications in your reply t~ nd territeas . 
. , please send complete information on tines manu ‘ Addres I if if 
’ ‘oe ‘ : ; 
~ le | r factured. orice to the jobber accompanied with a wane Ace Chestnut & +} ’ 
brochure in receipt of this information. | will } 
be hagoy send you any additional information 
WANTED ACTIVE COMM (ON L.| you May need rOP RETAIL SALESMEN OFPPORT! 
ta wa | r A j | ‘ ' ire Address Box H.16. care of HARDWARE AGE ’ ‘ na know tf | 
Chestnut & ‘6th Sts Phitadetphia 3. Pa ral _ en Highest | 
| ® » 
‘ , | r j 1) eoort ‘ ‘ real! ‘ j 
a me ' ' ' \ | <] ¢ ‘ eT aL iNet ' . ' . 
sy Raabe, See ay - MR NUFACTURER hn ca eccteidn el ) 
4 " ‘ hy ‘ A ‘ te) ) l’s > MA FA er ‘ ‘ —werave ii rie }’ ‘7 : }’ 
Father and Son team covering Hardware New York 
and Paint Stores in New jersey want one VANTED: HARDWARI 7 UNG 
or two major lines. Have warehouse. Best of ' | : 
Accounts Wanted — ces Demers © | 
Address Box H-\8, care of HARDWARE AGE ee ae oie | , | 
Chestnut & Sth Sts Phitadeiphia 39. Pa , 
CUTLERY MANUFACTURERS 3 k fe ne Mon, Chest 
REPRESENTATIVES th 54 | : 
ESTABLISHED FORTY YEARS PE cama pS seyennctiete tap 
is desirous of obtaining additional house- eeressivi yes we ar lonal = + h 
; rie rij ' ° ramet *¢ r) vv 
wore or hardware items We have na- ) Philadelphia ) it (| land and Lawl . or ni ies 
we | ie cant tie annus in bes am Dae Business O tunit 
§ sel! ; in . al 
tional sales distribution serring oO ead 9 , iw e ANCO Corporation 7 Wood 
hardware, housewore and restaurant sup Street, Pittsburgh 22, Pa ttt 
IND! rRIAI if MIIVWARI } 
ply jobbers, department stores, premium cPpPLy FIRM , 
. . ' ' i ‘ P ‘ | Awe | 
users and advertising specialty jobbers ) (KI x ' one ~~? 
, ' | \ I I ‘) : ‘ ‘ 
We are interested in buying special brand rade f Met ~ ote . 4 l, 
’ iw ; 
merchandise or we can represent you. pt neon Op et tah . go = > Aly " 
, ' v7, , , ‘ . , , ( 
Address Box H-7, care of HAROWARE AGE “3 | , ) 
Chestnut & S6th Sts, Philadeiphia 39, Pa | 
t ' if if HARDY tHE 
sui ‘ ’ y 
} ' ' 
1. 
AGGRESSIVE, COMPETENT FLORIDA COVERAGE by ex- ieee amin aaeeel een ee mh 
perienced personnel with following in the Hardware ) b tlets. Philad | a autiemmened . 
. raat i ' ( ‘ ‘ f .f ' ' 
and allied trades. Let us solve your sales problem ) | ~ en ae 7 , City. M 
in this rapidly growing STATE nate te. De-3-1 ) A. M 
’yseM r A B HH lian , TANDARD Hi ) Mr CIAOTH 
Calvin W. McCutchen & Co., inc. t & 56th St | | ed alter wea 
P. O. Box 37, Miami Shores 53, Florida . wile } 
I VERE! SALI (ORG, (i Z rian rrie ; ’ , 
tFKING ADDITIONA nati M ' ‘ M V rit 
, tory : : i \f 4 
’ ; } j : bit ' } 4 i) 
ri A \KI ideiphia ‘ (] (OM 
: ‘ ' A i Ip. f ' 
, Box F-44 Hap Chest Box } | 
, 4 ; } " Z : “+ ’ 
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Classified Opportunities Section 


Business Opportunities | Business Opportunities 








Positions Wanted 
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HAKUWAKI POC Wiih HARA! - i 
PATENT FOR SALE i E MENT, all new stock (In Basement) Bric! , esenta . exe ' sles 
Newel « new om Ane thing ' " lifferer i p ‘ f j x i j wit ‘ i ‘ 4 
Ae Se ereeu | tonorres iti ie ries ‘ : ‘ f ‘ 1astest growillg j n West le i 
ruls wits ; roltied retractitig ced sakes pu , : K ent ; : 
var® aii Sia vert tyes «tye wile ve e * ti ‘ . . oe J . mS . - ' ' . j isecs trom 
7 end thw rule rewind: autuane a s , P est ; lou rit } pert ‘ } ect ‘ t Jil , t's " ‘ i . ent ‘ 4 de, ee Ind TT 
peed ) oe lig )} sagging ») breaking of / en i | rig Wir ts } ‘ { pit i . ‘ \ ‘ . ; . ‘ ie wis qt req leat 
Laues Me a preferetice Wer yiclet 4 give } i ; 7 ls 4 oe ’ : H ’ i 
manutacturer 4 profiialie market sa yeu , 4 LAR ARE AG! 
~ wag ing HARDWARE STORE FOR SALE. | , events Mas axdlbcsionesetse a Rta 
' 17 V¥ \ i ; . ' , ‘ ’ 
Merk 1. Ryen, 1635 Ceyten W., Cincinnati 6, Ohic 4 deed FO 
' j be ‘ > watge Mayta ! 1 Dpitieg aq i mid i | i} Vi} ’ ea ‘ 4 
. ‘ vee canetid moder? f» ‘ : 
sti bi 6TH : i | " it tie 
ii 44 i j ; v9 i> he i | f ; ld } vw 5 } ; j ty j ‘J; 4 i as . . Ta ' et ! 
_ ti s€ ye ‘ [ | 
TAT low? Mi, loive 4 orn rr ' , y i @ Vare iifa ‘ 
i rik itt - rib fy (nmi J re I . ' ' piete 
} {jy ‘ ‘ ana | i ) ire ; 
ptuepeat ; f) tpipe atin wi hace ‘ {4 ‘ | bilan Af ‘ ‘ ts j aA 
v > ” i " 
Will sell on contract or lease. § ositions Wanted a, 
: bheos } ; care 1 bi ABUDWARSE AG! 
i hs ‘ if A ‘.4 ; Mal le " ; l’a ) A j Vi \ {,? i? iy . \ Vit MAN 
(,} ‘i Kt 4] Al f MA N Ac} RK. A we cles ; ' hs : ' . ha | at i { a 
' ; j nm , : iti ‘ if ‘ 
iA) K MANI PAS ji Mik Hi AVI A Ai] hxpert wat ‘ ca rial taiented motiona ’ bh attes , ; , g experience to dis 
Ail AS surplus ipproximat 1 Oot i] ate ectiont Cal riigt successtul mat t t SK! iin | ling 
pil lie ’ ‘9 si ' ' ’ TO A ; f fie W : . : and | rn" ne ‘ 
juare ’ nd cornere i (kK ' piact cee VI ting’ a le Velopine 
lengths in wire bound ed pricie | apy , n : Ad hx perience ivertising, promotion and packag 
? ‘ . 4 
' tely Bt - eact Adare }4 . 4 care ire 14 . cs ave ' 11 AB WA . ‘ { hes triwt ing : var er 4 pern nent connection with 
of liaspware Ace, © heat | & Ot} Vhila 4 | . Pa ; sma Ze inufacturer or distributor 
deiphia 39, Pa Ad i ; ire f Harmoware Ace 
FUTURI ALES MANAGER, resident of | Chestnut & S61 Philadelphia 39, Pa 
Hi AKRDWARI H(JUSEELRNISHING Paint White Plair New Yor le ; of intensive | 
. ; rat yin wtl 4 wis foe ’ we " 
Viectriv u n Main Avenue Manhattan, New nara good ind sale ‘ ee CAPSS HeuIee | PHOROLGHLY EAPERIENCED FACTORY 
i e ij } ' | Seok Lid witli ; tact : ’ ‘ tril tor | ' " 
,oOTe ey yore ae reasorniatle } StAD fi) ‘j . | Mia als ive i : < * ie j wit P il , 
AdAAve i if ; ' ‘ if ‘ ‘ i I i | KI ViAT wide, active tolow s 
; Sul acicire years | a se rerit ; da duintins . Care 1 AR AR} OF | N ; ' ' : . . 
Cheat - p , , Pp | in New ) r ‘ rea as well as adjacent 
‘ rie Tat Ae ’ 7 | gare mut i lelni : 
month price = Addre I Hh : ' , , | st requiring initiative 
: > : Lit lel j ‘ ‘ < 
bilan ARP x, Chestnut & Ol ' Vhilad | al rite ue ev eput manutacturer. Su 
phia 39, Pa ELASONED HAKDWARE DEALER SEEK | cs ale et es positions as Faster? 
i Af } : ‘) cdeopoartr 7. ci ‘ ; , rn ’ 
‘ r department hea ( oll Sale Manas and é Kepresentative in the 
FOR SALE—ONE OF THE FINEST | graduate | healthy; forty-six; registered | Hardw | Paint Sundry field at the whok 
Hi AKIWARHI STORES iN Cortia) Viods accountant cot rtatie financial circumstance | ale r | Department Store level M ature 
| established, mo waking stor ' 7 f Notary Pul Recent death « _ ' : 
weil esta : ’ ney eanarera ’ -. . . at I . ca ! roth wits ida atyhe / I nai it Hliicity and new item 
location. Will pay for iteelf in 4 year Addre mother make ronment more it experiences Marri } ducated Address: Hox 
Box (4-22 ive of Haspwane Ace, Chestnut & portant that : \ddress Salesmanaget Hi.4 i iar ame Ace. Chestnut & 56th 
Stith ! hi acle phia 4 Pa ' }’ ‘} Hox . | vat sVille, Indiana 
































MERICA’S FASTEST SELLER 
VOI SECAUSE IT's ‘SuPeRion TO ALL 
CAULK COMPOUNDS! 


Biends with white 
tile, tubs, marble, 
wood and walls. Hi- 

ustrati rt 
THE rr 
SNOW WHITE and blue displey box 


PLASTIC sells and expicins 
IN A TUBE 





NATIONALLY 
ADVERTISED 








PROVEN 
THROUGH 
THE YEARS... \SO— 
AREALLY \= 
PERMANENT 2 


WE y TUB and’ 


/ PRODUCT-WISE | TILE 
/ PRICE-WISE : CAULK see0e0866e 


J PACKA G c.W ISE | Waterproof, recommended Retell 


by leading tile craftsmen, 


_mever turns yellow. See only 
v a 00) a) your jobber or write direct 19¢ 
for PREE SAMPLE and lIit- 
See your Globe-Union representative or write erature and prices. 


A few choice territories still availabie. 
Giose-Union INC. 


MILWAUKEE 1, WIS DE WITT PRODUCTS CO. 


Shipping Points — 5860 PLUMER ST. + DETROIT 9 MICH. 
Milwovkee, Wis. © Denville, N. J. © Los Angeles, Collif. 




















. 
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FOR THIN PLYWOOD DOORS how to win new customers 


i 


DOUBLE ACTING '...and make more profit! 


~(CHICAGO)— 


SPRING HINGES 


*% HALF SURFACE 
APPLICATION 











*® ADJUSTABLE 
TENSION 





TYPE 145900! FL_ANG ; n 


* This Chicago Spring Hinge has been | 
designed and engineered for thin ply- lathers 


wood double acting doors. & 

Ly \ 

* Hinge can be securely fastened to the iyi 
above type doors. : 


> 


tilesetters 
Suitable for % in. plywood, but may be applied to in. 


with chamfering. If the door is wide, use three hinges and 


place two near top of the door. dry wall 


applicators 





N 
* 





“Spring Hinges of Quality” 


° ; “ate >» | : mn x) 
Chicago Sprina Hinae Co Sel) ,, 90 yo" 


1500 CARROLL AVE., CHICAGO:7 ILL 


= : vaste Seiad | on? tool] s_ 
\\ Cc 


fi ) (2 TAP 5 ot | 6) L] C ES and they Two building craftsmen in every five are 














in the “trowel trades” masons, plasterers, tile setters, 
f h h | P . P | tf cement finishers, dry-wall applicators, lathers, tuck pointers, etc 
Of Oils SC oe and SMd | () ICeS They buy more than a million tools a year! Professional tools — 

tools that sell for 3 to 5 times as much as the amateur 
kind. And they buy big ticket items, too! Mixers, 
power floots, scaffolding, masonry sows, etc 

it's big business, and profitable business for the store that handles 

their line of professional tools! And Goldblatt tools have been 
the preferred tools in the trowel trades tor over 70 yeors! 
You can be a Goldblatt dealer and make your store headquorters 











for the trowel trade in your area. Goldblatt sells the only 
complete line of tools for all the trowel trades from sied runners to 
mortar mixers. You can offer them all! Write today for 
the fabulous Goldblatt catalog listing over a thousand items 
it’s the only Goldblatt salesman you'll ever see! 
We sell direct to dealers. No middlemen, no jobbers 


4 


oldblatt) Tool Co. 


Dept. L-8; 1940 Walnut, Kansas City, Mo. 


TTT | 


We'll include details on our dealer plan 





/, 





DEALER INQUIRY — RUSH 
Goldblatt Tool Co., Dept. L-8 
1940 Walnut, Kansas City, Mo. 








Send me your free catalog listing over |,000 tools tor the 


Handy household size rolls of fa 
Trowel Trades, plus complete details on your dealer pla: 


mous TRU-TEST Gummed Seal- 
ing Tape. Retail for 25¢. Packed 
one dozen rolls of one width in 
attractive counter display carton 
Available in 2, 2% and 3 inch 
widths. Order from your distribu- 


| understand there is no obligation 
Nome 
Store Name 


Type of is} ssinvese 





Address _— nneennentenaih ————— 


TAPE} City : , — Stote 


Visit Us af Booth No. 93-—-Netional Hardware Show, New York City 


for or write us jor his name 

















Mfd. by TAPE, INC., Green Bay, Wis. 
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HELLER 


















IEW 


STORE FIXTURES 











Heller's store fixtures move merchandise 
faster. Their better display makes selling 
easier. (Actually people serve themselves.) 

There are Heller fixtures for every kind of 
merchandise and for largest display capac- 
ity. No other quality fixtures match Heller's 
money saving prices. 


Ask for fixture catalog No. 7A 


W. C. HELLER & COMPANY 
MONTPELIER « OHIO 











Index to Advertisers 





























You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They're interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Phila. 39, Pa. 



























TAPLIN 
EGG BEATERS 


Efficient operation 
Durable construction 
Smartly styled 


Nine models in the 
popular price range 


THE TAPLIN MBG. CO. 
NEW BRITAIN, CONN, 
Since 1897 

















A 


Aluminum Goods Mig Company 


American Chain Div 


American Chain & Cable Co 


ine 
Animal Trap Company of Amer 


Atkins Saw Div 
Borg-Warner Corp 


8 
Bisse!! Carpet Sweeper Company 


Bridgeport Fabrics Inc 


Cc 


Century Products. Inc 
Chattanooga Royal Company 
Chicago Spring Hinge Company 


Crescent Plastics. Inc 


D 
DeWitt Products Company 


DuPont deNemours & Co. In: 
t 


Dykem Company 


E 
Eagle Lock & Screw Company 


Everedy Company 


" 


Frederick Mig. Company 


G 
General Electric Co 


General Electric Co 
Automatic Skillets 


a 


Z 


6 


87 


87 


83 


4) 


109 


83 


108 


24-25 
9) 


< 
~ 
© 


é! 
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General Electric Co 

Ciock and Timer Dept 22-23 
General Electric—(Heaters) 101 
General Electric—(irons) . 63 
General Electric—(Toasters) 58-59 
Gieason Corp 9) 
Globe Union, In« 108 
Goldblatt Too! Company 109 
Goodell Company 56 
Goulds Pumps, Inc 4 
Graham & Company. Inc. John H. 104 


Greenlee Too! Company itt 


Griffin Mfg. Company 95 


H 


Hoger & Sons Hinge Mfg. Co. C. 27 


Hamilton Mfg. Corp 112 

Heller Company, W. C 110 

hyde Mfg. Company 8! 
i 

independent Lock Company 5 
J 

Jackson of London Products 105 

Jones & Laughlin Stee! Corp 4' 
K 

Keuffe! & Esser Company 55 

Kwikset Soles & Service Company i! 
L 


Leonard Company itt 


Linck Company, O. € 112 








Index to Advertisers 





bA Sharon Bolt & Screw Company 
Marshalltown Trowel Company 112) Shelton Tack Company 
McGill Mote! Products, ts 105 | smith & Company, D. B 
Miller & Company. Inc. Robert £ 112 : 
Southern Screw Company 
Myers & Bro. Company, F. £ 53 
Stanley Works 
Stevens Company 
N 
Nationa! Cash Register Company 26 
National Hardware Show, |: 65 T 
iT 
National Mfg. Company 112 Tope 
National Meta! Products Company 74 Taplin Mfg. Company 
National Screw & Mfg. Company 113 True Temper Corp 
Nichols File Company 4 
U 
P 
: Ur on Stee! Products Company 
Parker Sweeper Company 5) 
U. S. Expansion Bolt Company 


Pittsburgh Plate Glass Company 


Pa nm? D ¥ ra 
United States Plywood Corp 
Portable Elect: Tools | iif industrial Adhesives Div 
Premax Div. of Chisholm Ryde: 
Corr 103 
vy 
¥ hek To { ompany 
. 
Remingte Arms Company 
f DuPont DeNemours & Co 4} 
Reout Stee! Cor: 10.71 
Richar is-Wilcoys Mig f mpany 114 
Root Mig Compar y j as Ww 
ove cere Cs Tat. t 
Roya! Elect Jompany 112) Welcraft Products Company 
Russell, Burdsal! & Ward Bolt 
Nut Company ig Wilcox Crittenden Div 


North 4 judd Mig Co 


“ 


Sate Padiock & 
pany Mi 


Mardwore Com 


fale & Towne Mig. Company 
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PAINTER’S PAL 


for easy painting 
of hard-to-reach 
places 







































An efficient, handy tool for painting 





na i-t reach) Check rai esper aily 

: : ror 
pail ng? al ind d r and window 
lrarn na ne rari \ riace 
Brushing riace faster ti 
handle tnat in be hent t proper 
mo } riie t for painting \ 
item for the painter that means extra 


PLASTER-STIK fills hairline cracks quickly, easily 


The fave wite of 
millions of home- 





Other LEONARD 


oOwneyl hey filling 
none wanda Weine products include: 
line cracks in plas- TRIM-GUARD 













. mixing. PASTE. BAK 
INO me ‘ race ' 

hardens onl will not shrink out of CRAK. SEAL 
CTAaC Ss if ‘*] rij a | iV carton } ld Orie PIPE SEAL 
doz tick An excellent proht item 





SOLD THROUGH QUALIFIED WHOLESALERS 


THE LEONARD COMPANY 


DEPT. B, 506 THIRD STREET « DES MOINES, IOWA 


Sell GREENLEE 22 Solid Center 
Auger Bits in sets and mate extra large 
sales. Durable green plastic rolls 


contain sets of 6, &, 9, of 13 bits. 





GREENLEE 


Write for free GREENLEE 
Hand Too! ¢ atalog No. 35-# 





GREENLEE TOOL CO., 


Tie-in With 
Strongest Local 
Power Tool 
Promotion Ever 


Wiigim soe 

sestel 

PORTABLE ELECTRIC TOOLS, ING, 
320 W. Sird St, Chicage 20, Mi. 


1813 HERBERT AVE... ROCKFORD, ILL. 










for information write 





lil 





























Our new cataiog No. 26 
heips dealers know ali of 
the answers about — 
Vadonal 
BUILDERS’ HARDWARE | 


Many new products have been added to this extensive line 
that has served the trade so faithfully for ever 50 yeors 





The name National and the flag symbol ore sate buying 
gvides tor dealers and the trade olike 


There is genvine economy in the installation of hardwere 
that ie bwilt te ewok exac ting specific ations Smooth opera 
ting CM icone y and a long, core tree service life ore assured 
Write todey if your copy of our new cateleg No. 26 hes 
not arrived 





Manufacturers of WIRE + PLUG ond CARTRIDGE FUSES 


; MANUFACTURING COMPANY | 
WATE , ) B CORD SETS + WIRING DEVICES + CHRISTMAS LIGHTING 








Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New,” which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 


mo-co 4450 


Metal Household Stools and Carts 














dels 
plus 


Profits ® 











when you sell BULBS | ‘‘Eashionfold" Card Tables and Chairs 
rotects MO-GO p j d bult d e : , :, , 
prore oh edb dite akenalete nomination samnatenats Juvenile Seating and Playtime Furniture 
destruction t field i€ id mole A — 
bulbs added profit to you and protec ion tas your a 


customers 


* .. ». » Onty complete controi'’ & i 
from moles, Journal of Wiidlife Management. j 
. . Trial size retails at 50c.; Home size (approx 
field mice 300 baits) $1.00; Estate size $3.75. Cail 


- 


MI 





your wholesaler or write ‘ j . > | 
©. E. LINCK CO., Inc., Clifton, N. J. HAMILTON MANUFACTURING CORPORATION 
(creators of world famous TAT Ant Trap) Columbus, Indiana 





DOMES or SILENCE comrames 
RUBBER CUSHION FURNITURE GLIDES | ¢itos» 


NEW DISPLAY BOX | 


Contains 1 Dozen Cards of 
either */e", 7/4" or 1° Domes 
PROMPT SHIPMENT 


Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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THE PERFECT BALANCE 


* Dependable Bolts 
* Sturdy Packages 





Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That's the quality you'll find in 
National's most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won't show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 


are available. 


THE NATIONAL SCREW & MFG. CO. 


CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS « WOOD SCREWS «@ PIPE PLUGS 
MACHINE SCREWS « NUTS « TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 


Chester Hoists 


Fasteners df Hodeli Chains 
ss 


a” ) J 
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When You keep in-stock 
on R-W door hardware 


... WATCH SALES SOAR! 


No question about it... you 
can’t sell what you don’t have. 
But with a Richards- Wilcox cata- 
log at hand—you possess a com- 
prehensive, ready reference to 
help you keep in-stock on the 
fastest selling door hardware 
items in the R-W line. 

Not only does this compact 
catalog contain all the necessary 


Send For 
Your 


FREE 


CATALOG 
A-91-LP 


TODAY! 


Studding sockets ®@ 
track door hangers 


ae a ee oe ee ee a ee ae ee ee 


NAIL DOWN 
R-W HARDWARE LINE 


Garage door hardware ® Garage, factory and warehouse hinges ® 
Door latches and bow handles ® 
Silver Streak house door hangers ®¢ 


‘ 





technical information—it also 
includes features, prices, sizes to 
help you give concrete answers 
to customers’ ‘‘most asked’’ 
questions. 

Help yourself to a bigger share 
of door hardware sales! Write 
now for your free, illustrated 
R-W Door Hardware Catalog 
A-91-LP. 


SURE SALES WITH THE 


Door binders & stay rollers 
Trolley 


Barn Door hangers ® Hardware sets for 
single and double straight sliding doors @ R-W Aut-O-Dor electric 
operators for residential & industrial doors °® 


R-W fire doors 


THAT S41065" 


Branches in Principal Cities 


310 W. THIRD STREET, AURORA, ILLINOIS 





R.W No. 999 
Overhead Garage Door Hardware 


§ o top quality se?f constructed of 
oremium moterials, including all 
accessories. You can sell this set 
with the assurance of compiete cus- 
tomer satisfaction 


R-W No. 262 
Stee! Studding Sockets 


are the modern way to secure stud- 
ding in farm, garage, and other 
structures built over concrete floors 
or foundations. Stops split or shrunk. 
en sills, helps ovildings stay stronger 
yeors longer. 


R.W Noe. 1019 
Silver Streek 
House 
Door Hangers 


ore all-stee!, single-wheel, precision 
ball bearing adjustable hangers for 
sliding closet or cabinet doors 
weighing up to 100 Ibs. The finest 
vanishing door hardware available 

the standord of quality instead 


of price. 

R-W Ne. 20-2 J 
Trelley Track ww 
Deer Hangers 


Give efficient, de 

pendabie action 

on siding doors 

weighing up to 

S00 lbs. Mongers 

adivs!t vertically 

or laterally for perfect installation 
on barn garage or warenouse 
doors up to 2'‘%" thick 


al 


R.Ww 
Avut-O-Der 


Electric Operators for Residential 
and industria! Deers have attanmed 
umversa! acceptonce because of 
thew adaptability dependability, 
durability, Savings on heat, con- 
Gitioned aw and tobor soon pay 
for the initial investment 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & 
EQUIPMENT © INDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 





